













ld 


ral 


ks 


ise 
tly 


ver 
ies 


ing 
ket 
na- 
his 
the 


ute 
ble 
ase 
the 


ont, 








cee ; 
Pag 
A 


75 
page 
ais z 





ie tee 
BN 
a} 

t 
v 


Che Burroughs 


Clearing House 


FOUNDED 1916 78,255 COPIES 





AUGUST - 1940 «+ 





Atlantic City Program 


By CARL K. WITHERS 


Bank Profit from Consumer Loans 


By WILLIAM P. WEIMER 


Long Range Plan of Trust Expansion 


By A. L. LATHROP 


And Other Features 
A Director Clutchbill Story ...Washington Viewpoint... The Clearing House of Pictures 





Canadian Bank News... Court Decisions for Bank Officers ... The Booklet Counter 


: J - 
Va 








~m~|PRESTIGE 
































GOOD WILL VALUE 
VA RECOGNITION dias 
wy PRESTIGE eo — 
Pm ge 

INDIVIDUALITY QE Le _~— 
IO SS PS 

ACCEPTANCE ROOF PFS CoE 
—— LE OS Fg gl gu gti po cen ta 
WRITING SURFACE BEA SEES BEES 
rl pert en atm Png ge Peete ag cca 

gf cg lng GO gO GOGO Ong gm gan en eg ga gt Onn Eg 

PRINTING SURFACE || AAAS — BSS BIB 
Ce pet tN ct ce a La sp ct ge gt i gan gat ge st i ti ed 

i tiie ly LA, PA non PRI rod 


DURABILITY FSFE OIE EEE EE 
UNIFORM QUALIT 





























POLO gpl rE tag eta ae tia gag ie gig gu cep eg cae 
gla gl gp gle vetting cag ge 
a OE 
a cate cttta ga ast ce sh ga etl se ana ape 
SO LDPE 
Ca a ta sit cal er peg eatin ge gt ate est ca gl pe eitin eg eg eg ge ee 
OOS a lp I a tt ge gt gest gp esta ge ctl ge gta ep eg 
Pr ep eat ct FO i pr Oi go pen gO alg AO 
POPOL lame. Pe a ein ge epg cen era ge ei ge sii ge Op 
Ogee Fee ge sti gcse op rsltan ge ag ope gta pega gy a ee rn 
te ag i I gO a cat ge ca Fe aii Eg caf Og a 
PO fag fag PO Ot ila gO cai ig sl pe cal cg ai Eg Op gp OO 


PEO SOS ws 
gn png agg a Png Pongo 
Fe pgp pan a ge eg gt, ee te 
peggy pe le 
a net pin cp oti gtm ated a cept ee gst ag Og ery 
gg gn eh gag OO eae 
ae “= _— . “ ~ ~~ “s 


The American Eagle, incorporated in the design of our 








National Coat of Arms and The Great Seal of the United 








States, has, through long usage, become an established 








symbol of Federal authority » » » Similarly, 69 years of 








public service has given the “safety paper with the wavy 








lines” widespread recognition as America’s standard 








of protection for checks and other negotiable instruments. 











GEORGE LA MONTE & SON, NUTLEY, N. J. 
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Historical Fireplace 

Sirs: We were very much interested in 
the letter in your June issue showing the 
interior of the Bank of Kodiak, Kodiak, 
Alaska,and in the exclamations of customers 
that they had never heard of such a thing 
as a fireplace in a bank lobby. 

Evidently they have not been reading 
their St. Joseph and Kansas City papers. 








A full page article appeared in the May 25, 
1939 edition of the Kansas City Journal 
telling of our old bank building and the 
fireplace in its lobby, and stating that it 
was the oldest bank building now in use 
west of the Mississippi River, which we 
believe to be the case. 

The building was built before the Civil 
War by the Branch Bank of Missouri. 
Slave owners have done business in its 
large hall. Brigham Young and his fol- 
lowers, Pony Express riders, French fur 
traders, and many noted pioneers have 
warmed themselves before its open fire 
before starting across the plains. 

_The man in front of the fireplace in the 
picture is Captain Vincent N. Carbry, 
Aide-de-camp to General Ralph E. Tru- 
man, Commanding General of the 35th 
Division. He is an employee of the bank. 

BarTLETT Boper, President, 

Missouri Valley Trust Company, 
St. Joseph, Missouri 
+ * . 


The Bank Anniversary 


Sirs: It may be that some of your 
readers would be interested in how we 
handled our fortieth anniversary. 

_We started in January of this year by 
distributing pencils with the wording, 
“1900—Fortieth Year—1940”. On May 
Ist we started active advertising in the 
hewspapers, informing friends and cus- 
tomers that this was the bank’s fortieth 
year. We also used mail stuffers and sent 
out some letters. 

At the same time we solicited pictures 
that would show the growth and progress 
ol our county. Approximately 500 such 
pictures were obtained. These were 
mounted on plyboard panels and displayed 
on the walls of the bank. Then the room 
Was decorated with flowers and a flag, and 
souvenirs provided for the celebration. 

On the evening of June Ist we held open 
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HENRY J. BOONE, Editor 
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house from 7:30 P.M. to 10, and more than 


a thousand people passed through our 
banking room. 
Husert B. Lake, Cashier, 


The Tucker County Bank of Parsons, 
Parsons, West Virginia 
+ - . 


Home Modernization 


Sirs: A nation-wide program to tell 
people how they can repair and modernize 
their homes on a convenient monthly basis 
will be launched simultaneously in all sec- 
tions of the country this August. 

Participating in this program will be 


manufacturers, dealers, builders, lending 
institutions and others. Full support is 
being given by the Federal Housing 


Administration which has prepared sup- 
plementary material including window 


THE 
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displays and various pieces of literature. 
This material will be released on August 15. 


Jay KEEGAN, 
Assistant Administrator, 
Federal Housing Administration, 


Washington, D. C. 











CasH AND DUE FROM BANKS 


U. S. GoveRNMENT wamcaseaniie 
GUARANTEED 


STATE AND Seuss Senn RITIES 
Stock or FeperAt Reserve BANK 
OTHER SECURITIES . 


BaNnkKInG Houses 
OrHerR Rea Estate 


MortTGAGES oe te 
CUSTOMERS’ pedneniiees ae 


RESERVE FOR CONTINGENCIES 


DEPosITs eer Soa aaee 
ACCEPTANCES OUTSTANDING 


OTHER LIABILITIES . 





THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


Statement of Condition, June 29, 1940 


RESOURCES 


Loans, DiscouNTs AND ~— KERS’ ‘See. 


«ae & 11,944,699.23 
OTHER ASSETS 9,510,536.59 
$3 ,472,779,485.72 
LIABILITIES 
CapitaL Funps: 
Capitat Stock $100,270,000.00 
SURPLUS ; 100,270,000.00 
UNDIVvIDED PROFITS 33,820,953 .64 
$ 234,360,953.64 
DIVIDEND PAYABLE AUGUsT 1, 1940 5,180,000.00 


RESERVE FOR TAXES, INTEREST, ETC. . 


LIABILITY AS ENDORSER ON ACCEPTANCES AND Dean BILLS 


United States Government and other securities carried at $141,972 
public and trust deposits and for other purposes as required or permitted by law. 


Member Federal Deposit 


. $1,467,007 ,452.80 


DIRECT AND FULLY 
1,039,030,754.02 


127,895,549.51 
6,016,200.00 
151,938,094.22 
607,858,800.76 
32,773,713.63 
8,126,541.88 
10,677,143.08 











14,507 ,676.95 
2,214,575.31 
3,190,822 ,926.19 
13,488,305 .37 
1,004,017.12 
11,201,031.14 


$3,472,7 





79,485.72 








,500 are pledged to secure 


Insurance Corporation 

















In writing to advertisers please mention The Burroughs Clearing House 


Window Display 
Sirs: Our loan volume is increasing, 
and no doubt our window display, as 
reproduced in the attached photograph, 
has something to do with the business we 
are enjoying. I have always read your 
magazine with much interest, and having 
secured some good ideas therefrom, I am 
sending the p oo in reciprocation. 
C. F. Scorr, President, 
Guaranty Savings and Homestead 
Association, 
New Orleans, Louisiana 
. + - 


Association Activity 


Sirs: I think you may be interested in 
an outline of the organization activities of 
the Florida Bankers Association. 

This association is committed to a 
program of making the operation and serv- 
ice of banks in Florida so sound and so 
adequate that there will be no need for 
additional credit agencies. Through pub- 
lic relations and public information we 
are endeavoring to see that the public is 
thoroughly sold on this fact. 

The division of the State into five groups 
will better co-ordinate the activities of 
the association. ‘‘Laboratory” banks will 
be designated in these different groups 
where schools may be held. 

It has been deemed advisable that an 
aggressive movement be started to com- 


bat additional encroachments on_ the 
American system of banking, and to 
co-operate with the American Bankers 


Association in sponsoring wise legislation 
affecting the banks of our country. The 
plan is to provide a corps of “Minute Men” 
of at least one in each county. Each 
““Minute Man” is to be ready to contact 
the officer in charge of every bank in his 
county, so that he in turn may immediately 
communicate with his Legislators. 

A citrus committee will study the citrus 
industry as it affects the banks of the 
State, and will make such recommenda- 
tions as it sees fit. 

Linton E. ALLEN, President, 

Florida Bankers Association, and 
President, First National Bank, 
Orlando, Florida 
* + . 


Motion Pictures 


Sirs: The June, 1940 issue of The 
Burroughs Clearing House contains a 
very interesting article, ““Motion Pictures 


in the Bank Field,” by 
Director of Public 
Bankers Association. 

This bank inaugurated an advertising 
campaign in September, 1939. We bought 
a 16mm sound projector and equipment 
and have shown the F. B. I. film, “Know 
Your Money,” and the American Bankers 


A. R. Gruenwald, 
Relations, Wisconsin 


Association film, ““Money at Work,” to a 
number of organizations, not only Il 
Spring Valley itself but in Rockland 


County as a whole. 
L. T. Boecuer, Assistant Treasurer. 
Ramapo Trust Company, 
Spring Valley, New York 
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In the TREND of BANKING 














Financial Institutions Pledge 
Aid for Preparedness 


American financial institutions have 
continued their strong support and pledges 
of every assistance to the national defense 
program. From every hand come new 
evidences of the sincere desire to co- 
operate. 

Typical of this is the timely advertise- 
ment from the bank of the Manhattan 
Company, New York City, reproduced at 
the right, offering “‘Funds to help industry 
help National Preparedness.’ 

Typical also is the letter sent by George 
L. Harrison, president of the Federal 
Reserve Bank of New York, to members 
of the National Defense Advisory Commis- 
sion and government officials, transmitting 
the offer of New York City banks to do 
everything in their power to facilitate the 
preparedness program. 

Mr. Harrison’s letter assured the Advi- 
sory Commission of the banks’ desire to 
co-operate in making loans to those indus- 
tries whose expansion is deemed essential 
to the defense program, and pointed to the 
advisability of using established banking 
channels for this purpose rather than 
resorting to the Government for credit 
accommodations. The letter also stated 
that the New York City banks would be 
glad to collaborate with other banks in 
the event that the latter were unable to 
furnish needed credit accommodations in 
full. 

Nor is such support limited to any one 
section of the country. For example, the 
Omaha, Nebraska banks through the local 
clearing house association sent a similar 
statement to the National Defense Advi- 
sory Commission to the effect that they 

“are prepared to make all loans necessary 
in their trade territory for advancement of 
the nation’s defense plans.” 

From the savings and loan front comes 
another evidence of patriotic support. 
The voluntary retirement of $35,000,000 
of Treasury-owned shares in federal sav- 
ings and loan associations, to aid the 
financing of the national defense program, 
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. . loans for 


was urged upon all such associations in a 
communication from James J. O’ Malley, 
Wilkes-Barre, Pennsylvania, chairman of 
the Federal Savings and Loan Committee 


national defense 


of the United States Savings and Loan 
League. This was in line with the message 
which President Roosevelt sent to the 
Senate outlining the possibilities of adding 
$700,000,000 cash to the Treasury’s funds 


through reducing the balances in some of 


the government instrumentalities. 


Mr. O’Malley’s 


Federal Savings 
which said in part: 
the Committee 


and Loan 


communication was 
motivated by a resolution passed by the 
Committee, 
“Be it resolved that 
recommend to 
federal savings and 


every 
loan association its 





WHEN IN NEED OF A PERSONAL LOAN—COMPARE THE COST 


— 


aiter how carefully you manage your affairs, made by this bank, the discount rate is 34% per 

emergencies may arise which make it necessary to annum, which means that the cost per $100 is only 
ney for personal or family welfare $3.33 2 year 

¢ of legal age, who is steadily employed and 


An additional feature of our service is that the life 
ding, can easily qualify for a loan 





of the borrower is insured for the unpaid balance of 
the loan, at a cost of 50c a year for every $100. This 
protects the co-mal 
the borrower 


mpany of a bank, at rates which vary 
the service and risk. Naturally, the bor 
b ers, if any, as well as the estate of 





i dled will make every effort to 
ncial problem at the least expense 


nder the Personal Loan plans of Manufacturers There are no investigation fees, and no other charges 
mpany, the borrower always knows the exact of any kind in connection with the making of the 


advance. On over 90° of all Personal Loans loan 


Personal Loans are made from $60 to $3500, and are repayable in 12 or 15 monthly inscall- 
nus. Here are a few typical examples which show the exact cost in dollars and cents. 


Tonal Discount You Receive You Make 
Amowar of Charge Deducted Life Our Check Manthiy 
fe Advance 


Nowe Imearance® Toe Pavmenre ol 


NTH PLAN 
288 50 
aeons 





20.00 





* The te af ihe burrower non ared on nee charee 8 mvelort fede 


% applies to all Personal Loans with co-makers or collateral. This same low rate also applies co 


* uvthout co-makers or collateral w executives, school teachers and employees of insurance com- 
banks, utilities, and leading industrial and manufacturing concerns. Loans without co-makers 
< without collateral are also made to others, in accordance with the geocral plan described in che 











Personal Loans Without Co-Mekers and Without Collateral — General Plea 


As explained in the preceding section, our bank 
makes personal loans to specified groups, without co- 
makers and without collateral, at the minimum 
3%4% discount rate. For the benefit of others who 
may wish to borrow confidentially on their own 


signatures, Manufacturers Trust Company offers 
Personal Loans up to $360 on the borrower's signa- 
ture only. In view of the msk and type of service 
involved, the cost is necessarily higher, and the 
exact cost is shown by the following examples: 




















Amount of Catge Dedoreed ‘Our Che “voenty 
Nowe in Advance lesurance Peyoenss of 
$100 i $ 609 | 3 50 | Co } 
2 MONTH PLAN | a0 | 12.00 | 1.00 | woo | eH | 
a | ne a ae e a | 
$100 i $40 ] a4 i $n i $ 666 } 
13 MONTH PLAN | 20 il 1480 ] 123s | Cc | Tae | 
Me 1 26.64 





i PTT) 1 ha 1 24.00 } 





Here, 00, there are no investigation fees and no other charges of any kind in connection with the mak- 


ing of the loan. 


Anyone of legal age, who is steadily employed by an established business, can apply for a loan under 


this plan. 


INTEREST AND DISCOUNT—A Few Words 


The figures on the preceding page are based on a 
discount rate of 334%. a year, which is the same as 
6.37Se simple interest on the average unpaid prin- 
cipal balance during the loan period. For example 
when you borrow $100 and repay it in 12 cqual 
monthly installments, the funds actually in your pos 
session during the entire year average about $53. You 
have paid $3.33 discount in advance, so that in terms 
of simple interest this rate is 6.37% per annum on 
$53. Please note carefully, however, that you do 
not pay $6.37 for your $100 loan. You actually 
pay only $3.33, plus 0c for life insurance, and 
this is che true cose in dollars and cents. 


‘The figures at the top of this page are based on 6% 
@ year. This is equal to 11.78% simple interest on the 
average outstanding loan balance and is a little less 
than 1% a month. Here, again, please note that 
the cost to you in dollars and cents is not $11.78 


of Explanation 


for every $100 borrowed, but only $6, plus $0¢ for 
life insurance. 


Under the various Personal Loan plans now in opera 
tion in New York City, interest rates vary according 
to the nature of the service and the degree of risk 
It is not always casy however to compare costs be 
‘ause charges are quoted in ditlerent terms such 2s 
interest or discount, and for different periods such 
as snonthly of annually. 


Before you arrange for a Personal Loan, find out 
exactly what it will cost. Then satusfy yourself that 
you are selecting the service which offers you a 
low rate. The casiest way to compare costs is to 
determine first, how much money you will receive, 
and second, how much you have to pay hack in 
principal and interest. The difference between what 
you receive and what you pay back is the true cost of 
the loan. 


Manufacturers Trust Company's folder on personal loan costs 


retirement by July 31, 1940, of investments 
in federal savings and loan associations 
by the Secretary of the Treasury, in order 
to co-operate with the Government in its 
present search for liquid funds to be used 
for current governmental expenses... ” 

Another co-operative gesture on the 
part of a number of financial institutions 
in the light of present er condi- 
tions is their announcement that they will 
accept Red Cross donations, issue receipts 
to the donors, and forward the funds to 
local Red Cross chapters to assist that 
organization in achieving its goal of $20,- 
000,000 for war relief. 


© ¢ ¢ 


Folder Clarifies Bank’s Personal 
Loan Charges 


In a four-page folder which is being 
given wide distribution, Manufacturers 
Trust Company of New York City has set 
forth fully and frankly the true cost to 
the public of its personal loans in terms of 
discount, simple interest, and actual dol- 
lars and cents. 

The folder (shown below) explains that 
on over 90 per cent of the personal loans 
made by the bank, the discount rate is 
3g per cent per annum, or a cost per $100 
of only $3.33 a year. This rate, it is 
pointed out, applies to all ersonal loans 
with co-makers or collatera , and also on 
loans to executives, school-teachers and 
other preferred risks. The folder points 
out that the life of the borrower is in- 
sured for the unpaid balance of the loan, 
at a cost of 50¢ a year for every $100, but 
that there are no investigation fees or 
other charges in connection with the 
making of the loan. 

ables illustrate the exact cost in dol- 
hast and cents of typical lower-rate loans, 
which are made from $60 to $3,500 and 
are repayable in twelve or fifteen monthly 
instalments. 

There are also tables illustrating the 
exact cost of personal loans involving a 
higher degree of risk, made for amounts 
up to $360 on the borrower’s signature 
only, at a discount rate of 6 per cent. 

This is followed by a discussion of the 
difference between discount and_ simple 
interest. It is explained that the discount 
rate of 3144 per cent a year is the same as 
6.37 per cent simple interest on the average 
unpaid principal balance during the loan 
period. ‘For example,” the folder states, 
“‘when you borrow $100 and repay it in 
twelve equal monthly installments, the 
funds actually in your possession during 
the entire year average about $53. You 
have paid $3.33 discount in advance, so 
that in terms of simple interest this rate is 
6.37 per cent per annum on $53. Please 
note carefully, however, that you do not 
pay $6.37 for your $100 loan. You actually 
pay only $3.33, plus 50¢ for life insurance, 
and this is the true cost in dollars and 
cents. 

“It is not always easy to compare costs 
because charges are quoted in different 
terms such as interest or discount, and for 
different periods such as monthly or 
annually ... The easiest way to compare 
costs is to determine, first, how much 
money you will receive, and second, how 
much you have to pay back in principal 
and interest. The difference between 
what you receive and what. you pay back 
is the true cost of the loan.” 
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This largest graduating class in the history of The Graduate School of Banking, grouped here 


Record Graduate School Class 
Receives Diplomas 


Commencement exercises were held 
June 28 for the largest graduating class in 
the history of The Graduate School of 
Banking at Rutgers University, New 
Brunswick, New Jersey. The 232 officers 
of banks located in thirty-four states who 
are members of the class of 1940 were 
awarded diplomas or certificates of study 
for their three years of attendance at The 
Graduate School’s summer sessions at 
Rutgers, two years of extension study, and 
their preparation of theses on specialized 
subjects in banking and finance. 

Dr. Lewis E. Pierson, honorary chair- 
man of the Irving Trust Company, New 
York, who is chairman of the board of 
regents of The Graduate School, presented 
the diplomas and certificates. 


THE BURROUGHS CLEARING 


‘ 
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* Following the precedent established by 
the graduating classes of previous years, 
members of the 1940 class contributed a 
gift of money to the Rutgers University 
Library. This year’s gift of $1,000 was 
presented in behalf of the graduates by 
Nelson McKernan, assistant secretary of 
the Manufacturers Trust Company, New 
York, and was accepted for the Rutgers 
library by Dr. Robert C. Clother, presi- 
dent of the university. 
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Operating Results of 403 Kansas 
Banks Surveyed 
The 1940 report of the Bank Manage- 


ment Commission of the Kansas Bankers 
Association contains an intensive study 


STEELY. 


Aes gas ahs tara & 











do this: 


to the address below. 
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Help Someone Succeed 
BY SENDING US HIS NAME 


Ir you know some worthy and ambitious man or woman 
who wants to find a way to win a fair reward in a life work, 


Suggest a career in life insurance field work and if you 
think this individual might be interested send us the name 


The Mutual Life Insurance Company of New York 
places a high value on sincere recommendations if based on 
personal knowledge of the character of those recommended. 

To selected individuals who possess energy, common 
sense, character, stability and genuine sympathy with 
others, The Mutual Life offers personal direction and 
training in life insurance field work, leading to permanent 
careers in the communities chosen. 


The Mutual Life’s new 32-page booklet “Can I Make a Living as a Life 


Insurance Representative?” is available to those who wish to consider 
the subject seriously; also name of nearest Mutual Life manager. 


Appress: Vice President and Manager of Agencies 


She Mutual Life 
Insurance Companyof NewYork 


34Nassau Street. New York 
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’: 


and analysis of the operating results ob- 
tained by 403 Kansas banks during 1939. 

The figures are classified according to 
size of banks into thirteen distinct groups. 
One set of statistics discloses important 
earnings and expense ratios for each size 
group. A series of charts shows the sources 
and distribution of gross operating income 
in terms of $100 of gross deposits. A sum- 
mary chart gives a comparison of average 
operating ratios by size groups for the 
past three years. It is interesting to note 
that in general there has been a constant 
improvement in earnings and other impor- 
tant ratios during the three-year period, 
including a steady increase in the propor- 
tion of income from loans. 

Another interesting feature of the report 
is a service charge map of Kansas, showing 
the relative income derived from _ this 
source by counties. 

The objective of the report is to aid 
member banks in improving their operating 
results, through giving them an_ oppor- 
tunity to compare their own results with 
those obtained by similar-sized banks. 

The report also tabulates the average 
number of employees and range of salaries 
for banks in each of the size groups. 

Another project of the Bank Manage- 
ment Commission is increased emphasis 
on clinic meetings, at which frank and 
confidential information can be exchanged 
personally among bankers in the various 
size groups. Maurice L. Breidenthal, 
president of the Security National Bank, 
Kansas City, is chairman of the Commis- 
sion. 
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states to the salesman who fits them 
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Cattle raisers, dealers, packers, tan- 
ners, manufacturers, distributors, re- 
tailers—all must use large amounts of 
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Linking up a Pair of Shoes and 
Bank Loans 


How can we best stimulate interest in 


our bank loan services? That was the 
problem which challenged Ralph L. Wat- 
ters, publicity manager, Lincoln Bank and 
Trust Company, Louisville, Kentucky. | 
The answer came to him one night while 
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1 herefe campus of Rutgers University, was composed of 232 officers of banks in 34 different states 
b- he was sitting in his easy chair at home, _ state and local governments in this country age, who owns a calf eligible for registra- 
9, just smoking and thinking about everyday increased at a rate of approximately tion, may become a member. The first 
to incidents and problems. Suddenly theidea $1,000,000,000 a year, according to The year there were four members; this year 
IS. came to him that everything about him— Index. Since 1932, debts less augmented there are fifty-four boys and girls from 
nt the chair, his cigar, plus countless other cash balances have shown a total decline every section of the county in the club, 
ze modern conveniences, necessities and luxu- _ of $1,760,000,000. with a total of sixty-two calves. 
es ries—all bear a direct or indirect relation Although progress has been made, The The bank supplies entry blanks and a 
ne to bank loans. Index points out that states and other set of rules governing a contest held each 
n- Now the problem was how to work the governmental units can render valuable year at the county fair among the members. 
ge idea into some definite form for presenta- service by further reducing their expendi- Also a booklet on “Proper Care and Feed- 
he tion to the public; to men and women who _ tures to make additional funds available ing of Live Stock.” If it is considered 
Le desire the comforts and conveniences of for national defense, a Federal responsi- advisable the bank will, with proper 
nt life, and to those who have personal and bility. endorsement, finance the purchase of the 
& business financial problems. ° ° ° first calf. The calf must be tended and 
vd, The result was a series - well-planned fed ag ange | by the —— and —_ ta 
r= advertisements for use in the rotogravure : ready for showing at the county fair the 
section of the Sunday edition of local 9. erga Farmers to Help first week in September. 
rt papers, an example of which is shown on emselives All those whose entries are received 
ng page 4. The keynote of the series was that One of the farm activities of The New before June 1 are taken to the Ohio State 
his of appeal through simplicity of treatment First National Bank of Marietta, Marietta, Fair for one day, all expenses being paid 
: and the association of familiar things in Qhio, which Cashier W. S. Eberle regards by the bank. 
uid everyday life. : as particularly worthwhile is The Better The calves are judged at the county fair 
ing Mr. Watters, being adept at amateur (Calves Club which the bank has sponsored by judges usually sent from the Animal 
or- photography, took most of the pictures for the past five years. Husbandry Department of Ohio State 
ith he used in the series. He posed and photo- Its purpose is to encourage farm boys University. The bank gives four beautiful 
graphed the pair of shoes pictured on and girls to raise good registered stock,as trophies for the winners, and local firms 
ge page 4. Other subjects included shirts, 4g means of demonstrating the advantages contribute cash prizes. Awards of the 
‘1es brooms, bread, potatoes, cigars and _ of high grade dairy and beef cattle in trophies and other prizes are made at a 
cigarettes, furniture, etc. ; raising milk production or commanding presentation dinner, at which the bank is 
Se _ The advertisements were designed to better market prices. host to all members of the club and others 
SIS interest both individuals and business firms. Joining The Better Calves Club is a who have been helpful in carrying out the 
ou The human interest appeal in each text very simple matter. Any boy or girl not ‘“‘better calves” program. 
_ tended to create a realization of personal wnder ten nor over twenty-one years of Early this year the bank organized ““The 
US relationship with the subject, and the : 
ial, important part the Lincoln Bank plays in 
nk, making common necessities and luxuries ite 
nIS- available. It also subtly suggested coming 
to the Lincoln Bank for loan services. 
+ o ° 
New York Bank Publishes Study 
of State Finance 
The trend of state finance toward budge- 
tary balance is traced in a study of the 
subject published by The New York Trust 
Company in the summer issue of its 
quarterly publication, The Index. The 
findings reported are of direct interest to 
financial institutions, with their holdings 
of state and municipal obligations. 
In contrast with the Federal Govern- 
ment, a number of states in recent years 
have succeeded in establishing budgetary 
equilibrium and in putting their financial 
affairs on a relatively sound and stable 
basis, The Index discloses. States cited 
as having made better than average show- 
ings in recent years are: Indiana, Colorado, 
Alabama, Michigan, West Virginia, Ari- 
id zona, Nebraska, Oregon, North Carolina, 
South Carolina, Illinois, Pennsylvania, 
Idaho, Kansas, Ohio and Wisconsin. Some 
st in of the policies in the various individual 
the States which made improvement possible 
Wat- are described. Comparative fiscal statistics 
and — to clarify the debt picture in each 
: state. . 
while In the decade of the ’20’s, the debts of POOR'S PUBLISHING COMPANY, 90 BROAD ST., NEW YORK 
In writing to advertisers please mention The Burroughs Clearing House 











6 


New First National Permanent Calf Club,” 
composed of all of the boys and girls who 
have been members of the Better Calves 
Club since its inception. 

The club will meet several times a year 
at which time speakers of prominence in 
business, banking, dairying and live stock 
raising, truck gardening and general farm- 
ing will take part. Successful experiences 
as well as failures will be discussed among 
the members, and the bank’s thought is 
that in a few years this group should 
number several hundred of the outstand- 
ing young farmers in the county. 

wy Nhile the program entails spending 
considerable time and money, the bank 
feels that emphasizing the importance of 
proper methods of farming and stock rais- 
ing to bovs and girls who in a few years 
will be full- fledged farmers, is most worth- 
while for all concerned. 
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Louisville Bank Scores Hit With 
Baseball Program 


Capitalizing on the heightened interest 
in baseball since the Louisville, Kentucky 
Colonels won the “Little World Series” 
last fall, The First National Bank of that 
city is sponsoring a program called“ Grand- 
stand Managers” over a local radio station. 

It is a fifteen-minute program in the 
form of interviews with the fans at the 
ball park, or in the broadcasting studio for 
games played away from home. The fans 
express their views on how they would 
manage the team at critical points in the 
play, etc. A commentator with portable 
transmitter mingles with the crowd, 
picking up the interviews. 

A contest was recently conducted by 
the bank in connection with the program. 
Participants were required to forecast 














Complete Banking 


Cash on Hand and Due from Other 
Banks .. . 

United States Government Obligations, 
direct and/or fully — 

Other Securities . . 

Stock in Federal Reserve Bank . 

Loans: 
Loans and Discounts . 
Real Estate Mortgages 
Overdrafts 


provements . 
Other Real Estate . . 
Accrued Income Receivable—Net 
Prepaid Expense 
Customers’ L iability Account 
Acceptances and Letters of Credit 


TOTAL RESOURCES 


Deposits: 
Commercial, Bank and Savings . 
U. S. Government 
Treasurer, State of Michigan 
Other Public Deposits 

Capital Account: 
Preferred Stock (368.475 Shares) 
Common Stock (825,000 Shares) 
Surplus. 5 
Undivided Profits : 
Reserve for Retirement of Pre- 

ferred Stock. 

Reserve for Common Stock Dividend 
No. 12, payable August 1, 1940 

Reserves . . 

Our Liability Account of Acceptances 
and Letters of Credit 


TOTAL LIABILITIES 


di 


- NATIONAL BANK | 
OF DETROIT 


Statement of Condition, June 29, 1940 


RESOURCES 


and Trust Service 


$210,996,354.2¢ 


217,613,530.19 
31,816,548.30 





Branch Buildings ad Lenscheld in 


772,500.00 
. $ 61,461,489.35 
14,.664,962.99 
14,983.05 76,141,435.39 
912,897.70 
15,905.54 
1,349,632.73 


* of 


LIABILITIES 


United States Government securities carried at $65.644,690.06 in the foregoing statement | 
are pledged to secure public and trust deposits and for other purposes required by law. 


981.454.00 


1,545,497.01 
$542,145,755.14 








$460,634,185.78 
20,217.630.19 
13,736,074.38 
11.427,353.19 


$506,015 





9,211,875.00 
8,250,000.00 
8,288, 125.00 
6,401,570.45 | 


460,529.69 32,612,100.14 





412,500.00 
1,560,414.45 








1.545.497.01 | 
$542,145,755.14 | 
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Bank airs views of ball fans 


team and player performance for a speci- 
fied date, the winning contestant receiving 
two season tickets good for all remaining 
games. 

“Grandstand Managers” are invited to 
ask for free copies of a forty-eight-page 
baseball book, containing biographical 
sketches and pictures of the players, 
changes in the rules, information on how 
to score a game, a history of baseball, a 
roster of immortals, and a compilation of 
interesting statistics. Brief references are 
made to the bank’s services, and a map on 
the back of the book shows the location of 
the nine First National offices. 

Likewise, “‘commercials’” play an un- 
obtrusive part in the radio broadcasts. 
The program was selected because of its 
broad public interest, and according to 
Advertising Manager Walter Distelhorst 
it comprises the bank’s main advertising 
medium in 1940 for personal loans and 
small checking accounts. 


° 


Suggestions for the Solution of 
Investment Problems 


Last year the nation-wide interest of 
bankers was roused by the bond portfolio 
conferences held in New York City to 
analyze bank investment problems, and 
to describe tools and methods which might 
prove helpful in portfolio management. 

The 1940 bond conferences, involving 
a program of fifty-five meetings in eleven 
strategically-located cities throughout New 
York State, explored more fully the subject 
surveyed the previous year. Five practical 
bank investment problems were examined, 
and suggested methods of approach and 
solution were presented. The subjects for 
discussion were: bank portfolio manage- 
ment; United States Government and other 

| high-grade bonds as bank investments: 
the bank’s problem of sub-standard bonds: 
a practical approach to bond analysis; the 
money market. 

Because of the widespread demand for 
the published Proceedings of the bond 
conferences last year, the material pre- 

| sented at the 1940 conferences has also 
| been compiled into a bound volume. The 
1940 Proceedings of the Conferences on 
Bond Portfolios, for which a charge of 
$1.25 is made to cover the cost of publica- 
| tion, can be obtained from the headquarters 
| of the New York State Bankers Associ- 
' ation, 33 Liberty Street, New York City. 
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Handy mailing kit contains envelopes, deposit slips, blotter 


Novel Savings Kit Promotes 
Banking by Mail 


Promotion of a mail kit, as a means of 
encouraging banking by mail, has been 
helpful in the achieving of a 40 per cent 
increase in new business during the first 
four months of 1940 by The Williamsburgh 
Savings Bank, of Brooklyn, New York. 
This is a notable increase, as the bank has 
about 150,000 depositors and total deposits 
well in excess of $200,000,000. 

The mail kit is in an attractive leatherette 
design and, as shown in the accompanying 
illustration, has convenient pockets for 
deposit and withdrawal slips and _ self- 
addressed return mailing envelopes. On 
the right side is a large blotter which 
further contributes to the convenience of 
the depositor. 

Banking-by-mail procedure is thoroughly 
simplified as a result of the kit. As each 
deposit or withdrawal is received by the 
bank, another set of two slips is forwarded, 
thus allowing for spoilage and constantly 
replenishing the customer’s supply. Pay- 
ment in case of withdrawals is made by 
check, money order or cash by registered 
mail, according to the designated option. 

The kit has provided an effective method 
of publicizing the safety and convenience 
of banking-by-mail service to the public, 
according to A. E. Leighton, assistant 
comptroller of The Williamsburgh Savings 
Bank. 

“We have provided a banking-by-mail 
service for the past twenty years,” Mr. 
Leighton states, “but at no time has the 
number of mail depositors been as large as 
at present. Previously the general public 
knew that the mail service existed, but 
they did not adequately realize its safety 
and convenience.” 

A picture of the mail kit is presented in 
all the bank’s publicity, which includes 
lrequent advertising in newspapers of the 
New York City metropolitan area, and 
also by means of car cards in the same 
district. 

* o . 


Committees Named for 25th 
Annual F. A. A. Convention 


Members of the Financial Advertisers 
Association will convene October 28-30 
at The Homestead, Hot Springs, Virginia, 
for the 25th annual conference of the 
organization, it is announced by Stephen 





H. Fifield, president. Mr. Fifield is vice- 
president of the Barnett National Bank, 
Jacksonville, Florida. 

General chairman of the 1940 conven- 
tion is Robert J. Izant, vice-president, 
Central National Bank of Cleveland. 
Lewis F. Gordon, assistant vice-president, 
Citizens & Southern National Bank, 
Atlanta, Ga., is chairman of the program 
committee. Details of the program have 
not yet been announced. 


Date Announced for 1941 
A. I. B. Convention 


The 39th annual convention of the 
American Institute of Banking will be 
held in San Francisco, California, June 
2-6, 1941, it is announced by J. L. Dart, 
president of the Institute and vice-president 
of the Florida National Bank, Jackson- 
ville, Florida. The St. Francis Hotel will 
be headquarters for the convention. 

* ° ° 


New Publications of Interest to 
the Bank Field 


COMMERCIAL BANKS AND CON- 
SUMER INSTALLMENT CREDIT, by 
John M. Chapman and Associates. Pub- 
lished by the National Bureau of Economic 
Research, Inc., 1819 Broadway, New 
York City, $3. 

This is the third in a series of compre- 
hensive factual studies on consumer instal.- 
ment financing, part of a program cf 
research in finance being undertaken Ly 
the National Bureau of Economic Research 
as a result of grants from the Association 
of Reserve City Bankers and the Rocke- 
feller Foundation. 

Much of the information contained in 
the book is derived from a series of ques- 
tionnaires sent to banks having installment 
loan departments. Included are seventy 
statistical tables summarizing data of 
pertinent interest to banks in this field. 

Among the topics discussed in detail are 
the following: growth and extent of bank 
consumer financing; legal status of con- 
sumer credit operations of commercial 
banks, operating methods and collection 
experience; characteristics of personal loan 











THE SERVICE STAFF of this organization — responsible for 
the numerous functions separate from but incident to the 
actual purchase and sale of securities —comprises half the 
total number of employees and has an average period of 
employment exceeding 12 years; 40% of these have service 
records averaging nearly 19 years. 


A readable brochure further outlining basic policies and 


activities of this organization, will be sent upon request. 


HALSEY, STUART & CO. INc. 


CHICAGO, 201 S. LA SALLE STREET - 


AND OTHER PRINCIPAL CITIES 


NEW YORK, 35 WALL STREET 
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department customers; factors affecting 
credit risk; customer charges; income, 
expenses and profits; loans to consumer 
credit agencies; competitive relations with 
other consymer credit agencies. 

An unusually thorough survey of a 
subject that is comparatively new and on 
which little authentic data had previously 
been compiled. 242 pages. 
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THE OVER-THE-COUNTER SE- 
CURITIES MARKET—WHAT IT IS 
AND HOW IT OPERATES, by John C. 
Loeser. Published by the National Quota- 
tion Bureau. $2. 

This 192-page book in non-technical 
language gives a clear picture of the over- 
the-counter market and the scope of its 
operations in the distribution of securities. 





— —__——— -- 











CONDENSED STATEMENT OF CONDITION 


AT CLOSE OF BUSINESS JUNE 29, 1940 


ASSETS 

Cash on Hand and with Federal 
Reserve Bank . $37,221,587.14 

Due from Other Banks 7,713,355.75 44,934,942.89 


United States Government Securities 


— Direct and Fully Guaranteed 78,521,988.07 
Other Bonds and Securities. a “a ae 18.00 
State of California and Other 

Es Sew « 4,079,627.00 
Stock in Federal Reserve Bank 225,000.00 
Loans and Discounts —" ‘ 22,993,757.95 
Bank Premises, Furniture and Fixtures . . . . 333,653.81 


od eee em ee > 13.00 
Customers’ Liability on Letters of 
Credit and Acceptances . . . . . ws. 
Interest Accrued and Uncollected on 
Loans and Investment Securities 


390,441.82 


398,891.03 


ee +o eS @« oo elm $151,878,333.57 
——— 


LIABILITIES 
Deposits: 

a eee $74,735,823.42 

| Ee ae tan 58,409,966.27 

PN 6 i ce ws we 9,437,200.67 142,582,990.36 
Letters of Credit and Acceptances 410,118.07 
Interest Collected but Unearned . . . . . . . 40,357.98 
Reserved for Dividends, Taxes and 

a ee a ee ee ee 252,100.75 
Reserved for Interests 2. . . . — 12,991.77 
Capital PaidIn . . 2... * 3,000,000.00 
Surplus he or a a oe ee ee 4,500,000.00 
Undivided Profits 1,079,774.64 8,579,774.64 





ee ee a ae we es $151,878,333.57 
SSS 


THE FARMERS AND MERCHANTS NATIONAL BANK 


OF LOS ANGELES 


MEMBER 
FEDERAL DEPOSIT 
INSURANCE CORP. 


Fourth and Main Streets 
Los Angeles, California 


MEMBER 
FEDERAL RESERVE 
SYSTEM 



































LONG EXPERIENCE 


More than one hundred years of 
experience by this institution in 
handling New England business 
for banks in all parts of the coun- 
try has created a service that must 
have real value to all banks desir- 
ing a Boston connection. ... We 


cordially invite your inquiry. 


THE NATIONAL 


Shawmut Bank 


40 WATER STREET e« 


Member Federal Deposit Insurance Corporation 












BOSTON 
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It describes the function of the dealer, the 
typical organization of a_ broker-dealer 
house, the trading method of the market 
and processes of clearing transactions that 
take place in it. 

One interesting section explains how the 
Securities Act of 1933 and the Securities 
Exchange Act of 1934 touch the over-the- 
counter market. 

The author deals with each of the major 
groups of securities traded in the over-the- 
counter market, describing the character- 
istics of each group and the nature of the 
trading that takes place in its securities. 
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A Pair of Remarkable 
Banking Careers 


John F. Flaacke, assistant secretary 
of Chemical Bank & Trust Company, 
on July 12 began 
his seventieth year of 
continuous service 
with the bank. In 

oint of service he 
is the dean of New 
York bankers, and as 
far as is known he 
holds the record for 
the entire country 
for length of con- 
tinuous service with 
one banking institu- 
tion. 

Mr. Flaacke en- 
tered the bank’s employ on July 12, 1871, 
and has served under seven of the ten 
presidents which the bank has had in its 
116 years of existence. He was active in 
organizing the New York Chapter of the 
American Institute of Banking, of which 
he was the first treasurer. 

Another exceptional record is that of 
Emmett O’Neill, ninety-year-old chairman 
of the board of The Frankford Trust Com- 

any, Philadelphia. According to reports, 
e is still “going strong,” maintains an 
active interest in the bank, and attends 
every weekly meeting of the board of 
directors. He was a 
director when the 
bank was organized 
in 1888, and served 
as president from 
1914 to 1925. 

For recreation, 
golf is said to be his 
favorite pastime and 
he is accustomed to 
ro several eighteen 

ole rounds every 

week, two and one- 
half hours of walking 
failing to bother him 
in the least. On the occasion of his nine- 
tieth birthday anniversary last April. 
The Philadelphia Inquirer cited him as 
“one of those extraordinary men whom 
Poor Richard would have described as a 
‘used key’ which is always bright.” 





MR. FLAACKE 


MR. O’NEILL 


¢ « o 


Banker Elected President of 
National Organization 


With the election of Wilfrid B. Johnson 
to the national presidency of the American 
Business Clubs at the recent annual con- 
vention, that organization for the first 
time in its eighteen years of history turned 
to the banking fraternity for national 
leadership. Mr. Johnson is cashier of the 
First National Bank at Ponca City, Okla- 
homa. Although only thirty-seven years 
of age, he has been in the banking business 
since 1922, and has been unusually active 
in civic affairs. 
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Interesting Solution to a Real 
Estate Problem 

Many banks have “worked out” acreage 
by subdividing it into lots, but the County 
National Bank & Trust Company of Santa 
Barbara has solved a real estate problem 
by reversing the process. About two 
years ago, according to Louis Lancaster, 
assistant vice-president, it acquired an 
abandoned subdivision and after trying 
for about a year to sell the eighty-eight 
60 by 120 foot lots in which it had been 
divided, it decided that the property 
would sell more readily if it was offered 
in acre tracts. 

“We had the city abandon the streets,” 
Mr. Lancaster explains, “thus throwing 
the property back into acreage and have 
been offering it in tracts of one acre or 
more. To date we have sold approximately 
eight acres, although we must admit that 
one parcel was sold in a tract of over four 
acres. The purchasers are putting up 
ranch type homes and bought this land, 
rather than city lots at comparable prices, 
so that they could have a vegetable garden, 
raise chickens or have fruit trees. We have 
priced this acreage at an average price of 
about $500, which is only slightly more 
than would have to be paid for a single lot 
not far from the tract. The only expense 
we have had is the cost of abandoning the 
streets and the cost of grading and oiling 
one new road and purchasing a two-inch 
water pipe to go in it.” 

. * . 


Proceedings of Bond Conference 
Are Available 


Proceedings of the Bond Conference, 
Fifth District, which was held in Rich- 
mond, Virginia, are being published in the 
form of a 240-page book with the title, 
“Fundamentals of Bank Investments.” 
It includes all of the talks and discussions 
of the conference, and is available at a price 
of $2.00 a copy. All orders should be 
addressed to Box 6-E, Richmond, Virginia. 

* * . 


Making Figure Facts More 
Interesting to the Public 


Recognizing that few persons like to 
study long rows of figures, The Bowery 
Savings Bank in New York City has 
adopted a method of presenting statistics 
by means of pictures and symbols, called 
pictographs. 

In the use of these pictographs, propor- 
tions are indicated by the number of 
symbols shown. One sign represents a 
certain amount of something; a row of 
identical signs represent additional multi- 
ples of that amount. The symbols are 
made as simple as possible, no more 
detail being pictured than is absolutely 













TWO WAYS TO FINANCE A MORTGAGE 


(ALUSTRATION FOR $5,000 MORTGAGE) 





, 
NEW BOWERY 
45% FHA 
a TOO 
(atte St AND | AmeQat 7 a THOM 
MONGAGE weaanct | 


foch tymbo! represents 1.000 deliors 
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MD OF 25 YEARS 
PUL AMD CLEA® OF MONTGAGE 


A home with a Bowery 444% FHA Insured Mortgaye costs less to 
pay for. For a complete list of builders offering these homes call or 
write to Mortgage Loan Department, BowERY Savincs Bank, 
110 East 42nd Street, New York. 


Coven) 





Pictograph compares mortgage plans 


necessary to make them readilyrecognizable. 

The Bowery Savings Bank began by 
using pictographs in its statements to 
amplify or explain facts brought out in 
the text, or to add information in such a 


way that the ordinary busy person could 
decipher it almost at a glance. 

Pictographs were then adapted for use in 
various pamphlets which the bank has 
issued, such as “John Doe and His Money,” 
in which symbols indicate the types of 
depositors and the aggregate amount of 
ye which each type deposits in The 
Bowery Savings Bank. 

In an attractive folder directed to 
parents of new-born children, instead of 
using figures to denote how many children 
have savings account in the bank this 
fact was presented much more graphically 
by pictographs—each symbol representing 
750 children. 

Pictographs have been incorporated in 
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a number of newspaper advertisements 
inserted by the bank. Each advertisement 
was designed to appeal to a certain class of 
savers, 1. e., mechanics, “white collar” 
workers, business and professional men, 
etc. And in each advertisement, picto- 
graphs emphasized how many in _ the 
group addressed were already depositors 
in The Bowery Savings Bank. 

Recently, the bank has been using picto- 
graphs to explain the financing of mort- 
gages. On monthly calendar cards and in 
statements, this sign language has been 
effectively utilized to portray the difference 
between the old-fashioned straight mort- 
gages and the new plan of amortized 
mortgages. 








The Voice 
with 
a Smile 





“We hold,” says a well-known 
writer, “that the young ladies 
of the American long distance 
telephone wires make up what 
is probably the most efficient 
public service crew in the 
world. They have profound 
patience and that capacity for 
taking pains that some one 
once said is all that genius 
amounts to. 


“We once called a fellow at a 
hotel in Philadelphia but he 
had just departed on an auto- 
mobile trip in a westerly direc- 
tion. A few days later the 
long distance operator caught 
up with him in a little town 
in Missouri and he was the 
most surprised man in all but 
one of the States of the Union. 
The exception was New York. 
We were the most surprised 
there. To this day we have no 
idea how the operator did it.” 


Damon RuUNYON 
in the New York Mirror 














The Bell System cordially invites you to visit its 
exhibits at the New York World’s Fair and the 
Golden Gate International Exposition, San Francisco. 





BELL TELEPHONE SYSTEM 


In writing to advertisers please mention The Burroughs Clearing House 








Paper money ...on the loose! 


There’s $3.12 in the desk drawer 
of the president’s secretary; fifteen 
dollars in the mail table; odd amounts 
in tattered envelopes in the tellers’ cages, 
in desks here and there... Free currency, 
changing from day to day, spent by a 
number of people, spent sometimes on 
items not strictly bank business... Un- 
controlled funds, usually unaccounted 
ee 
Not in your bank? Your petty cash 
is all accounted for? Yes, but we're 
talking about another kind of paper 
money—postage stamps! 


Bur the bank that has a Pitney- 
Bowes Postage Meter is always certain 
that: 

1) All its postage is in the Meter, 
and not in a dozen different places, 
handled by numbers of people .. . 

2) All its postage is used for bank 
mail, as metered postage is value-less 
except on a business envelope. . . 

3) All its postage is counted auto- 
matically by the Meter; and the visible 
dials showing postage used and postage 
on hand check... 





Branches in principal cities. Consult your telephone directory 
In Canada: The Canadian Postage Meters & Machines Co., Ltd. 


THE POSTAGE METER CO. 


PITNE Yanan wi) OWES 


ISIl Pacific St., Stamford, Conn. 


4) The Meter is theft proof, borrow 
proof; and metered postage, not usable 
until printed, and cancelled as printed, 
can’t be sold or traded... 

Disregard the other advantages of 
the Postage Meter—the convenience of 
always having any kind of postage on 
hand; the utility of printed postage on 
tape for bulky envelopes or packages; the 
efficiency of the mailing machine that 
seals envelopes simultaneously while 
printing postage, postmark and adver- 
tising slogan; the saving of clerical time 
and effort on statement days or other 
peak mailing periods; the greater expe- 
dition that Metered Mail, already can- 
celled and postmarked, can get in the 
postoffice ... and the accounting advantage 
alone makes the Postage Meter a good 
buy for any bank! 

And most banks find they save 
postage when the Pitney-Bowes Meter 
comes in! 


A cat to our nearest office will 
bring a demonstration on your own mail, 
on your premises. There’s a Meter model 
for any bank, large or small. And the 
cost of a Postage Meter is probably a lot 
less than you think! ... Call us soon! 
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Seemingly out of the ocean's edge rises the skyline of Atlantic City, scene of the 1940 A.B.A. Convention 
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Atlantic City Program 


This year’s highly important A.B.A. convention will interpret the effects 
of war and the national defense program, in terms of American banking 





VERY member of the New Jersey 
Bankers Association was pleased 
with the selection of Atlantic 

City for this year’s annual convention 
of the American Bankers Association 
lor it is the first time in many years 
that the convention will be held in 
America’s foremost convention city — 
a spot with every natural and man- 
made facility conducive to a successful 
meeting. 

This year, in particular, it seems 
more than usually important to call 
attention to the fact that the conven- 
tion will be held under conditions, 
both national and international, of 
more grave concern for the future of 
our country than even the conditions 
prevailing the last time this great 
organization met in convention in 
Atlantic City just prior to the banking 
holiday. It is important to consider 


By 
CARL K. WITHERS 


Chairman, Convention Cooperating Committee, 
New Jersey Bankers Association, and President, 
Lincoln National Bank, Newark, New Jersey 


that the world is largely at war, that 
America, in addition to many economic 
and social problems yet to be solved, 
faces the necessity of a huge national 
defense program. Therefore it be- 
comes both an opportunity and a duty 
for every right-thinking banker to 
give serious consideration to the impor- 
tance of attendance at this particular 
convention. 

Throughout the business sessions 
there will be heard any number of 
discussions concerning the change that 




















is taking place in the American econ- 
omy, interpreted in terms of American 
banking. President Robert M. Hanes, 
Dr. Harold Stonier and those assisting 
them in arranging the program of 
speakers, the round table discussions 
and the general sessions will stress 
this phase of the program. 

Certainly a warm welcome will await 
you from the Co-operating Committee 
ol the New Jersev Bankers Association, 
comprising Leslie G. McDouall, vice- 
president of Fidelity Union Trust 
Company, Newark, Secretary-Treas- 
urer A. H. Coate, New Jersey Bankers 
Association, and the writer, assisted 
by H. Douglas Davis, who is president 
of the New Jersey Bankers Associ- 
ation and vice-president of the Plain- 
field Trust Company, Plainfield. Co- 
operating committees have also been 
appointed from the Pennsylvania and 
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. . . A.B.A. officers during a year of unusual progress 


New York State Bankers associations, 
and from each county and clearing 
house association in New Jersey, all 
of whom, I know, will want to join me 
in a hearty welcome. 


TLANTIC City is ideally situated 

for a convention of this size and im- 
portance, being located almost midway 
between a number of the largest cities 
of the eastern seaboard; Philadelphia 
and Washington on the south and 
Boston and New York on the north, 
thus affording bankers an unusual 
opportunity to visit these cities either 


Atlantic City has a host of fine hotels and the country's largest auditorium among its convetl@nciliti 


CHALFONTE-HADDON HALL, Convention Headquarters 


coming to or going from Atlantic City. 

Atlantic City, itself, contrary to the 
knowledge of many, is located on an 
island five miles out from the mainland 
of southern New Jersey. But that 
presents no inconvenience in transpor- 
tation as railroads and highways all 
enter the city direct over causeways. 
It is both a city and a resort. It 
boasts a year-round population of 
approximately 65,000, has a thriving 
business and residential section and 
possesses a coastline that is both 
beautiful and impressive, arising as it 
does, seemingly from the very ocean’s 
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edge. The famous boardwalk, known 
by all who have “trod its boards’’ is 
unique, stretching some seven miles 
along the ocean in an unbroken line. 
Between the boardwalk and ocean is 
an equally famed beach, a part of 
New Jersey’s 132 miles of coastline. 


Mest of Atlantic City’s many hotels 

are well known to those who travel, 
with little to choose among them, other 
than convenience. The official con- 
vention hotel, as already announced, is 
Chalfonte-Haddon Hall, one of At- 
lantic City’s larger and more modern 
beachfront hotels. But don’t be too 
concerned if you are unable to secure 
a reservation there, as practically all 
of the available accommodations are 
needed to take care of the official 
family of the association. Atlantic 
City is virtually a city of hotels and 
everyone making a reservation with 
reasonable promptness should be as- 
sured of a large airy room facing the 
ocean. Among the better known of 
the beach front hotels are the Ambassa- 
dor, the Chelsea, the Claridge, the 
Dennis, the Marlborough-Blenheim, 
the Shelburne, the Traymore, Colton 
Manor, the Jefferson, the Madison, 
and the Senator, all of them within 
easy walking distance of the audi- 
torium. 

Although hotel space probably will 
not be at a premium, it is advisable 
that reservations be made as soon as 
possible. A reservation blank or let- 
ter, addressed to Herman M. Sypherd, 
chairman of the Hotel Committee, 
Central Pier, Atlantic City, will give 
this assurance. 

When arriving in Atlantic City the 
latter part of September it is more 
than likely that you will encounter 
pleasantly warm late summer weather. 
Because of the warm currents of the 
Gulf Stream the weather in Atlantic 
City generally continues moderate 
throughout September and frequently 


ATLANTIC CITY AUDITORIUM 
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convelifincilities; a famous beach and a seven-mile-long boardwalk among its resort attractions 
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into late October. While the absence 
of rain cannot be guaranteed it is 
unusual to have any prolonged spells 
of wet weather at this time of year. 
The evenings are cool and although 
generally summer clothes may be 
worn during the day a topcoat may 
come in handy after sundown. 

For those who may think of New 
Jersey entirely in terms of ocean 
beaches and resorts it may be well to 
point out that “‘the garden state’’ is 
likewise a great agricultural and indus- 
trial state. In addition to its many 
thousands of acres of fertile farms it is 
the home of many of the country’s 
best known industrial corporations. 
Its rivers and its ports offer unusual 
facilities for commerce; it is a state of 
a vast network of railroads and claims 
one of the top-ranking highway sys- 
tems of the country. 


OME of the country’s large banks 

are also located in New Jersey. In 
Newark we have the Fidelity Union 
Trust Company, with deposits of 
$150,000,000 and the National Newark 
and Essex Banking Company with 
deposits of $45,000,000, and several 
others of comparable size, while in 
Jersey City we find the Commercial 
Trust Company of New Jersey, with 
deposits of $70,000,000 and The Trust 
Company of New Jersey with deposits 
of over $50,000,000. At Trenton, 
there is the First-Mechanics National 
Bank, with deposits of $48,000,000 
and at Camden, the Camden Trust 
Company with deposits in excess of 
$35,000,000, and many others scattered 
throughout the state all well known 
throughout the country. 

At the outset I should like to say 
that there is every reason for the 
New Jersey Bankers Association to 
wax genuinely enthusiastic about the 
program that is already well under 
way. 

President Robert M. Hanes, who 


ALONG THE BOARDWALK 











Monday, September 23 


Meetings of general divisions of the 
association. 


Tuesday, September 24 


A.M.—Round table conferences on: 
The Influence and Value of Bank 
Staff Contacts, How to Survey 
Your Trade Area, Liquidity and 
Marketability of Loans to Farmers. 
P.M.—Panel discussion on Real 
Estate Loans. 


Wednesday, September 25 
A.M.—General session at Conven- 
tion Hall. Address by Hon. Clyde 
R. Hoey, Governor of North 
Carolina. Celebration of the 40th 
anniversary of the American Insti- 
tute of Banking. 

P.M.—Round table conferences on 
operating problems: Productive 

Work Planning; Research, Analysis 

and Budgetary Control as an Aid 

to Bank Management; Simplifica- 
tion of Bank Operating Forms. State 
association dinners in the evening. 








Highlights of the A.B. A. Convention Program 


Thursday, September 26 


A.M.—General session at Conven- 
tion Hall, honoring Senator Carter 
Glass of Virginia for his services to 
banking. Address by E. S. Woosley, 
vice-president, Louisville Trust 
Company, Louisville, Kentucky. 
Annual election of officers. Civic 
and service club luncheon, Conven- 
tion Hall. 


P.M.—Round table conference on 
Consumer Credit in the afternoon. 
Inaugural ceremony in the evening, 
followed by grand ball, Convention 
Hall. 


Friday, September 27 
Annual golf tournament, Seaview 
Country Club. 

Post-Convention Features : 
Tour of New York Curb Exchange, 
New York Stock Exchange, Rocke- 
feller Center, New York City. 


Saturday, September 28 


American Banking Day at the New 
York World’s Fair. 














is also president of Wachovia Bank 
and Trust Company, Winston-Salem, 
North Carolina, will preside at the 
general sessions, assisted by the other 
officers of the association: First Vice- 
president P. D. Houston, chairman of 
the board, American National Bank, 
Nashville, Tennessee; Second Vice- 
president H. W. Koeneke, president, 
Security Bank of Ponca City, Ponca 
City, Oklahoma; Treasurer B. Murray 
Peyton, president, Minnesota National 
Bank of Duluth, Duluth, Minnesota; 
Executive Manager Harold Stonier 
and Secretary Richard W. Hill. 









Hon. Clyde R. Hoey, Governor of 
North Carolina, and E. S. Woosley, 
vice-president Louisville Trust Com- 
pany, Louisville, Kentucky, will de- 
liver addresses at the general sessions. 


HE fortieth anniversary of the 
American institute of Banking will 
be celebrated at the first general session, 
Wednesday, September 25. Harry R. 
Smith, retiring president of the A. I. B. 
will introduce the past presidents of 
the Institute and conduct the installa- 
tion of William A. Irwin as national 
See ATLANTIC CITY—Page 30 
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bank Profit from 


(CONSUMER LOANS 


bank was reor- 


HEN this 
ganized in 1934 with a capital 


deficiency of $12,500 supplied . 


by RFC debentures, and with no 
surplus, we saw that we had ahead of 
us a battle for profits to maintain the 
bank on a stable basis. In a town of 
600 population, with larger towns a few 
miles up every road, we could not 
foresee any tremendous volume of de- 
posits. And the prospects for loan 
volume did not look any too promising. 
We started out soon afterwards to 
handle an amount of FHA Title I 
loans. Our experience with these was 
so satisfactory that we quickly decided 
there was no need to be particular 
about whether the notes on time pay- 
ment transactions were government- 
insured or not, so long as the credits 
were extended on conservative policies. 
When the FHA Title I provisions 
expired we kept right on accepting in- 
stallment paper from dealers with 
whom we had been doing business, and 
have continued to do so ever since. 
Some of our business has come to us 
from towns a good many miles distant, 
bigger towns anywhere from 5 miles to 
25 miles away. This would be apparent 
lo anyone aware that, in a town of 600 
people, our institution has better than 


By 
WILLIAM P. WEIMER 


Cashier, Community State Bank, Avilla, Indiana 


Relating how consumer financing has helped a small 


bank to overcome a capital deficit and to build up 


a surplus since its reorganization in 1934. While 


located in a town of only 600 people, the bank has 


more than 1,200 installment loans in its portfolio 


1,200 sales contracts in its portfolio. 
We have not solicited any of this busi- 
ness, either in Avilla or in the neigh- 
boring towns. The fact which many 
bankers seem not to comprehend is 
that there exists so sizable a demand 
for this type of credit that the business 
walks in the front door once the word 
gets around that the bank will accept 
it on a reasonable and co-operative 
basis. 

Our start in installment paper came 
early enough so that we just naturally 


The bank handles dealer paper from larger 














attracted business men from other 
communities, eager to find ways to 
boost their sales at an expense they 
could afford. Since then, banks all 
around us are engaging in the same 
business. It has not affected our 
volume. We turn down today prob- 
ably 25 per cent of all the business 
offered us, much of it intrinsically 
desirable but somehow not fitting into 
our program. This paper is acceptable 
to other banks which are just as con- 
servative as are we, and is readily 





towns as far as 25 miles away. 
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placed by the dealers. The point is, 
there seems to be a sufficient fund of 
{ime-paper business so that as yet the 
saturation point has not been reached 
in the number of banks engaged in 
handling it. To judge from our ex- 
perience, a bank can handle this type 
of credit more economically than some 
other types of financial institutions, so 
that the bank can still make good 
money on it at a rate that brings in the 
paper. 

The progress of this activity in our 
bank can best be gaged by looking at 
the totals of installment contract busi- 
ness on our statement since then: 

Dec. 31, 1936 $ 55,457 
Dec. 31, 1937 93,889 
Dec. 31, 1938 87,069 
Dec. 31, 1939 132,671 
May 10, 1940 165,780 

We have some distinct ideas about 
both the type and the quantity of this 
paper that we want. In the first place, 
we want no more than 33% of our 
totals in it—which is almost exactly 
where we are as this is written, with 
our totals just above $500,000. In the 
second place, we want not more than a 
predetermined amount from each 
source, depending upon the financial 
statement of the dealer from whom we 
accept it, and on the nature of his 
business. While it is not so set up 
officially, we think of this along the 
lines of a credit limit. Some of our 
smaller customers may have total out- 
standings up to $2,000; the top for us 
is $25,000. 

Some lines of merchandise have 
given us a more satisfactory experience 
than others, in terms of overdues. That 
is we have yet to lose our first dime on 
such a transaction, since we take the 
paper only with full recourse upon the 
dealer, and whenever there has been a 
repossession the dealer has put us in 














Headquarters of the author's bank in Avilla, Indiana 


the clear immediately. But certain 
goods seem inherently more difficult, 
at least in our territory, and we go a 
little lightly on them. 

Radios, for example. Perhaps our 
experience has not been typical, but 
there seems to be something about a 
radio time transaction that leaves the 
consumer feeling that he is entirely at 
liberty to walk right out from under 
his deal if his set is burned out by a 
bolt of lightning or if a new model 
comes along that will give him equally 


deposi of some $426,000, the bank as of recent date had $165,000 in installment loans 


good service for less cost than the 
unpaid balance on his account. There- 
fore, we decline with thanks a sales 
contract which consists solely of a 
radio set, unless the buyer is known to 
us as someone so good that we would 
gladly loan him the amount without 
bothering to put it through the dealer. 
Of course, a radio set included in a bill 
of household furniture or in a sale of 
several household appliances is entirely 
acceptable. 

Motor trucks are something else 





that we view with askance, simply be- 
cause we have yet to see a dealer any- 
where in our neighborhood emerge 
from repossessing one without suffering 
a substantial loss. Passenger automo- 
biles, on the other hand, have been 
‘ practically foolproof since we have 
been handling time paper. Frankly, we 
had a lot rather have 15 pieces of auto- 
mobile paper totalling $5,000 than one 
loan to an AA1 borrower for the same 
amount. Our risk, based on experi- 
ence, would be substantially smaller on 
the automobile credit. 
Desirability of time credits in our 
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Mr. Weimer at his desk, talking to a local customer 


we have been encouraging our dealers 
to set up dealer reserves, as they are 
called in the finance business. With 
us this is optional, not compulsory, and 
the rates at which the reserves are 
built up varies from a minimum of 6% 
to a maximum of 15%, whatever the 
dealer thinks he can stand. The agreed 
percentage is deducted from the cash 
proceeds of the installment contract 


that we purchase, and is deposited in a 
special demand account, which the 
dealer agrees to leave untouched until 
the contract is paid out in full. Sup- 
pose, for example, that William Smith 
makes a $100 purchase at the Jones 
Furniture Co., and agrees to pay this 
amount plus our finance charge. Jones 
brings the contract to the bank. We 
take it in, credit $94 to the Jones 
Furniture Co. regular account and $6 
to the same customer’s special account. 
As long as Smith owes anything on the 
contract, the $6 remains in the special 
account as backing for the dealer’s en- 
dorsement of the obligation. When 
Smith pays up in full, Jones is at 
liberty to withdraw this $6 from the 
special account. 


HE way it has worked out thus far, 

nothing has been withdrawn from 
any of the special accounts for dealer 
reserve because none of the dealers have 
desired their money. They all seem to 
regard it as a painless method of saving 
money, and one automobile dealer has 
even imposed upon himself the rule of 
depositing the regular percentage in 
his reserve account when he makes a 
cash sale! 

As a dealer’s reserve account grows, 
we raise our sights on his credit line. 
For instance, a man who was entitled 
to $10,000 of contract credit is entitled 
to $15,000 when he has $1,000 in his 
cash reserve, since nobody has ever 
heard of a loss ratio even approaching 

See CONSUMER CREDIT—Page 33 








Growth of the Community State Bank 


This comparative statement of condition reveals the notable 
progress of Mr. Weimer’s bank, much of which has come 
through its successful consumer loan operation. 


May 2, 1935 


locality varies with frequency of re- 
payments, also. Farm implements and 
tractors, for example, are items which 
a good farmer does not buy unless he 
needs them and unless he believes he 


May 2, 1940 
can pay for them. But they are paid 
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Banking as Viewed 
trom \WasHINGTON 


x * * * * 


* * * * * 


x «© * * * 


By HEN RY D. RALPH y Washington Correspondent 


Financing the National 
Defense Program 


Financing aspects of the national 
defense program have changed rapidly 
in recent weeks. Supplementary ap- 
propriations and authorizations, if 
expended as rapidly as scheduled, will 
bring the national debt up to the 
newly-augmented limit of $49,000,- 
000,000 before the end of the fiscal 
year and will require a new budget 
program. 

In the tax bill signed by President 
Roosevelt in June the administration 
thought it had a plan which would 
carry the Treasury through for a year 
or two at least, but the measure had 
hardly become law before it became 
apparent that it was inadequate. 
Neither Treasury nor Congressional 
experts thought very highly of the 
plan, but it was felt to be the best 
measure which could be put through 
Congress in a short time. Even while 
it was being enacted it became obvious 
that it would not finance the defense 
program. 

A new revenue bill is now being 
drafted, and the chances are that it 
will revise, if not repeal, the five-year 
note-amortization feature of the June 
law. The major feature of the new 
bill will be a levy on excess profits, 
designed to prevent defense profiteer- 
ing, and present prospects are that it 
will also revise other taxes in order to 
provide additional revenue. A num- 
ber of new excise taxes are under 
serious consideration, and also the long- 
threatened proposal to end tax-exempt 
securities. 

The special defense series of obliga- 
tions to be amortized in five years is 
not satisfactory to the Treasury for a 
number of reasons. It dictates to the 
Treasury the type of securities to be 
issued regardless of conditions in the 
money market, requiring short-term 
paper when long-term bonds might be 
better; it establishes a precedent of 





Additional billions for armament raise new financing problems 


earmarking certain taxes for specific 
purposes; it creates the fiction that 
defense obligations are safer than other 
Treasury securities because they are 
being amortized, when in reality all 
public debt payments are made out of 
the general fund and the faith and 
credit of the United States is behind 
all obligations. Furthermore, it was 
so obvious that this plan would not 
begin to cover defense spending needs 
that officials began to suggest that the 
law be junked in favor of an un- 
equivocal increase in the debt limit 
with no restrictions on the type of 
securities issued. Whether or not this 
will be done this fall, observers believe 
Congress will accept the suggestion 
not later than next spring. 

Perhaps it was in the belief that the 
amortized note plan would be re- 
pealed soon that Secretary Morgenthau 
sold a new issue of long-term Treasury 


bonds in July instead of putting the 
new plan into effect as he might have 
done. It is noteworthy that the 
public offering of $600,000,000 of 
2144 per cent Treasury bonds is tax- 
exempt, whereas Secretary Morgen- 
thau had announced that the special 
defense series would not be. The 
official explanation was that cus- 
tomary methods of financing would be 
followed until the debt approximates 
the old limit of $45,000,000,000, which 
may be around the end of the calendar 
year, and that the defense series will 
not be issued until expenditures for 
rearmament reach a higher tempo. 

At the end of the fiscal year, June 
30, the Treasury had $1,700,000,000 in 
unused borrowing power under the 
forty-five-billion limit, plus the addi- 
tional four billion defense allowance. 
At that time total expenditures for 
the current fiscal year were estimated 
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JEROME N. FRANK, chairman, 
Securities and Exchange Commission 


. . . pledges SEC’S cooperation in speeding defense program 


by the Treasury at $10,001,000,000. 
Revenues, including $715,000,000 from 
the new tax bill (its full effect not 
being felt the first fiscal year), were esti- 
mated at $6,366,000,000, making the 
anticipated deficit on June 30, 1941, 
$3,635,000,000. These estimates antic- 
ipated that actual expenditures for 
all aspects of national defense during 
the ensuing twelve months would not 
be in excess of $5,040,000,000, but 
even then Congress had before it a 
large number of major and minor 
defense bills, including the $4,000,- 
000,000 program for a 70 per cent 
increase in the navy, of which perhaps 
$300,000,000 would be spent during 
the first fiscal year. 

Then on July 10 President Roosevelt 
asked Congress for an _ additional 
$4,848,171,957 program, composed of 
2,161,441,957 to be spent before 
June 30, 1941, and $2,686,730,000 in 
contract authorizations to be paid for 
the following year. Another act 
authorized the army and navy to 
advance 30 per cent of contract 
authorizations where necessary to pro- 
vide new plant facilities, thus making 
it necessary to pay out cash this vear 
for goods which will not be delivered 
until next year. Assuming that the 
defense program progresses without 
a hitch and that orders are filled and 
paid for as rapidly as the military men 
anticipate, the 1941 deficit will be in 
the neighborhood of $6,000,000,000 
and the $49,000,000,000 debt limit 
will be reached next spring. In addi- 
tion, Congress may have to provide 
funds for starting a universal service 
conscription plan and for financing a 
Pan-American trading program. 

It therefore seems inevitable that 
Congress will have to raise the debt 


limit or provide new taxes, or both, 
early next winter if not this fall, and 
the prospect is that a bill covering 
this and excess profits taxation will be 
ready for action by September or 
October. 

The excess profits tax is a matter of 
much importance to the defense pro- 
gram, financial circles, and business 
generally, in addition to its relation 
to the Federal budget. In a special 
message to Congress President Roose- 
velt recommended enactment of “a 
steeply graduated excess profits tax, 
to be applied to all individuals and to 
all corporate organizations without 
discrimination.” It was not made 
clear whether the intention was to 
make these taxes applicable only in 
time of war, or to make them a perma- 
nent extension of the present excess 
profits taxes which are limited in scope 
and purpose. War-time tax schedules 
were being studied, and there appeared 
to be a realization that this tax 
should be skilfully drafted in order 
not to discourage the flow of capital 
into new business ventures, particu- 
larly into the expansion of plant 
facilities for industries most essential 
in national defense. An important 
consideration is the amortization, for 
tax purposes, of new equipment pro- 
cured primarily to fill armament 
orders. 

+ ¢ - 


Private Capital’s Part 
In National Defense 


In the field of financing industrial 
expansion for defense needs, Federal 
officials declare they are placing great 
reliance on private capital and estab- 
lished financial channels, though recent 


legislation gives the Reconstruction 
Finance Corporation broad powers to 
make loans for this purpose and other 
emergency acts permit the advance of 
funds on contracts. 

Typical of the trend toward obtain- 
ing the services of business and finan- 
cial leaders to assist in co-ordinating 
the Government’s defense program 
with private industry is the recent 
appointment of James V. Forrestal as 
one of President Roosevelt’s six ad- 
ministrative assistants. Mr. Forrestal 
was formerly president of the invest- 
ment banking firm of Dillon, Read 
& Company. 

In an exchange of letters between 
Francis A. Bonner, chairman oi the 
National Association of Securities 
Dealers, and Jerome N. Frank, chair- 
man of the Securities and Exchange 
Commission, Mr. Frank declared that 
the SEC is very much alive to the 
necessity of doing everything possible 
to facilitate the raising of capital which 
must be obtained in connection with 
the program for national defense and 
will do everything in its power to see 
to it that no obstacles are placed in 
tne way of raising these funds through 
the normal financing market channels. 
Coincidentally the SEC began a study 
of its regulations and procedure with 
the prospect that it would remove 
some of the restrictions which have 
hindered or delayed the floating of 
new security offerings. 

o Sf 


Bankers Urge Changes in 
Wage-Hour Regulations 


Early action is anticipated by the 
Wage and Hour Division of the 
Department of Labor on the request 
of the American Bankers Association 
for a new definition covering bank 
employees eligible for exemption from 





JAMES V. FORRESTAL 


. . . prominent investment banker drafted 
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Difficulties of banks in complying with wage-hour regulations are presented at hearing in Washington* 


the fair labor standards act because 
they are engaged in executive, adminis- 
trative, or professional capacities. 
Under the law all employees in an 
industry engaged in interstate com- 
merce must receive minimum wages 
and be paid time-and-one-half for all 
work in excess of forty-two hours per 
week, but executive, administrative, 
and professional employees are exempt 
from the hours provision. Present 
regulations, applicable to all types of 
business, define these terms in a 
fashion, it is felt, that does not take 
the requirements of banking into 
consideration. The Wage and Hour 
Division proposed to modify these 
regulations by making four different 
sets of definitions, applicable, re- 
spectively, to banking and _ other 
financial institutions, wholesale dis- 
tributive trades, manufacturing and 
extractive industries, and the publi- 
cation, utilities, transportation, and 
miscellaneous industries. Hearings on 
all four groups were to be completed 
by the end of July. 
_ The difficulties of banks in comply- 
ing with the restrictions of the wage- 
hour law were presented at hearings 
in Washington July 9 and 10, before 
Harold Stein, assistant director of the 
hearings branch of the division. New 
definitions proposed by the American 
Bankers Association were presented 
by A. L. M. Wiggins, chairman of the 
A. B. A. committee on Federal legisla- 


tion and president of the Bank of 
Hartsville, Hartsville, South Carolina, 
and were endorsed by eight other bank 
officers who detailed their particular 
difficulties with the law. Mr. Wiggins 
presented separate definitions for all 
three classifications of exempt em- 
ployees based on descriptions of their 
functions and duties, and alternate 
definitions of executives and adminis- 
trative employees based on_ their 
salaries, but stated that bankers pre- 
ferred the functional definitions. 

In opening the presentation, Mr. 
Wiggins stated that there has been a 
great deal of confusion in the minds of 
bankers as to the application of this 
law and stated that it is still not 
definitely determined that banking is 
interstate commerce. The law, he 
said, appears to be designed for wage 
workers, particularly those on an 
hourly basis, and to protect minimum 
standards of living, and was not 
designed for the banks because bank 
employees are not generally employed 
on an hourly basis and receive many 
privileges not ordinarily received by 
wage workers. He pointed out that 


*Testifying is Millard F. Jones, executive vice- 
president, Planters National Bank and Trust Company, 
Rocky Mount, North Carolina. A. B. A. officials in 
the foreground are, front row, left to right: A. L. M. 
Wiggins, chairman of the committee on Federal legis- 
lation; J. O. Brott, assistant counsel; Judge D. J. 
Needham, general counsel; second row, extreme right, 
Dr. Harold Stonier, executive manager. 


the banking business is made up for 
the most part of small institutions, 
60 per cent of the banking offices 
being located in towns of 10,000 or 
less, and that the smaller banks have 
had the greatest difficulty in adjusting 
their working schedules to the wage- 
hour act. 

‘‘Banking,” he declared, “‘is not a 
type of business that can be controlled 
by a time clock. It is not the type of 
business in which a switch can be 
thrown on at 8 o’clock or 9 o’clock in 
the morning and can be turned off at 
3 o’clock in the afternoon and oper- 
ations cease until the following day. 
Banking operations, from their very 
nature, must respond to the needs and 
demands of the public and must be 
flexible to meet those changing de- 
mands. It is almost impossible in the 
case of certain bank operations to tell 
in the morning when the bank opens 
how long that particular day the 
operations of the bank may require 
the services of certain employees. It 
frequently happens that in the after- 
noon near the closing hour impor- 
tant banking matters arise that re- 
quire the presence and the efforts of 
employees hours beyond the time 
contemplated in the earlier hours of 
the day. I point that out as an 
illustration of the difficulty of impos- 
ing an inflexible law over wages 
and hours in the practical service 

See WASHINGTON VIEWPOINT—Page 32 
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LONG RANGE PLAN 


of Trust Expansion 


By 
A. L. LATHROP 


Vice-president, Union Bank and Trust Co., of Los Angeles, 
Los Angeles, California 


BANK’S trust department is 
like a long-lived tree; it takes 
years to nurture it into maturity. 

It was with that in mind that we laid 
out a five-year program to develop 
the trust department of Union Bank 
beginning with January, 1937. Our 
goal for the five-year period was to 
increase the value of the trusts held 
by the bank by 50 per cent by the 
end of the period. To date—over a 
three-year period—the value of our 
trust assets has increased by about 
33 per cent, indicating that we are 
running somewhat ahead of schedule. 
At the same time, trust department 
revenue has increased in relation to 
gross revenue from all departments of 
the bank, despite the fact that the last 
three years have been generally pros- 
perous ones for the bank. For ex- 
ample, in 1936, the year before our 
long range plan began, trust depart- 
ment revenues contributed 6.20 per 
cent of the bank’s gross operating 
revenue. The following year, 1937, 
the trust department brought in 9.16 
per cent of our gross and for the past 
two years, trust department revenue 


The trust department includes newspaper advertising in its promotional program, with direct results. 


In 1937, this bank laid out a five-year program of 


trust expansion, aiming at a 50% increase, and the 


department’s growth to date is ahead of schedule. 


This article outlines how 


soundly, without the use 


has run at about 8)4 per cent of the 
total. It may be that the coming 
year will show a decline in this per- 
centage, partly because the bank is 
growing rapidly and partly because 
in the earlier years of our program we 
concentrated on the acquisition of busi- 
ness to bring us an immediate fee, 
whereas now we are concentrating on 
estate planning, designed to increase 
our backlog of court trust business. 














UNION BANK & TRUST CO. 
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TAKING GOLD from the earth is difficult, tedious, and often 
dangerous, yet the value of the precious metal repays the 
arduous labor, « ¢ ¢ Factual advertising presents arallel... 
offering wo incentive in cleverness or dramatic touches, yet 
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cont rich food for thought in its unadorned facts. + + + 
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are living. or management of securities 
and real estate without the formality of a 
Trust. the use of our Trust Department 
as your “Financial Secretary” brings the 


* Wustrating ten typi- 
cal questions con- 
fronting property 
owners. we have 
published a pam- 
phiet titled “10 Men.” 
which we believe will 
be of interest and 
value to you. A copy 
will be mailed on 





P of many men to 
YOUR problems... places at your dis- 


posal the best and broadest facilities. 





To the man or woman owning invested 
wealth, or to the individual executor and 


request. 











FREE henge 
Sons $0. HILL 8ST. 


Trust Department 


OF LOS ANGELES 


ratte Beh & Hill mT 









(OSS SL IS Sh SNS RC RRR RMS oc; 
UNION BANK & TRUST Co. 


trustee, it assures relief from the heavy 
burden of property management. Costs 
are moderate. Your inquiry is invited. 


Trust Department 
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THE BANK OF PERSONAL SERVICE... WE HAVE NO BRANCHES 


it is being accomplished 


of high pressure methods 


This of course will increase revenue 
in later years. 

In developing our program of trust 
department expansion we turned our 
eyes inward. From the customers of 
other departments of the bank, we 
culled some 3,000 names of individuals 
who carried commercial balances of 
over $10,000, or whose savings ac- 
counts amounted to more than $5,000, 
or who were paying safe deposit box 
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Brochures help to clarify trust 
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View of the trust department, showing the reception room. 


rentals of $5.00 or more a year. We 
supplemented this customer list with 
the names of others who had previously 
expressed some interest in the trust 
department, along with the bank’s 
stockholders and directors. These 
names were gathered into a prospect 
card file, each card of which had 
spaces for all the essential data regard- 
ing the prospect’s financial affairs. In 
the first instance, of course, these cards 


tions and describe specific services 
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were incomplete, but as the program 
developed they filled up as, one by 
one, the prospects were contacted. 
The cards are kept currently correct 
by a secretary who has been instructed 
to treat each prospect card as if it 
were a vital record. She sees that 
they are well kept and complete in a 
brief way, especially where contacts 
have been made, oral remarks recorded 
and follow-ups expected. We try to 
keep the work and cost of records at a 
minimum and for that reason the 
cards must reflect the complete story 
of each prospect as we have it. 

Almost at the outset of the cam- 
paign, we discovered that we were on 
the right track and that there was an 
active demand in Los Angeles for trust 
department service. This came home 
to us with the insertion of our first 
trust department advertisement in the 
Los Angeles papers, with the heading. 
**Most Gold Comes From Hard Rock.” 
People reading the advertisement actu- 
ally clipped it and brought it to us 
with questions as to what we could do 
for them. This result is all the more 
surprising when it is realized that, 
according to advertising experts, we 
broke about all the rules of good adver- 
tising in that first piece of copy, and 
that, moreover, probably not more 
than 5 per cent of general news- 
paper circulation reaches the trust 


market, which is, of course, a re- 
stricted one. 
This graphic illustration of the 


demand for trust service on the part of 


ki 
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Adjoining are offices of the trust staff 


both the customers of the bank and 
the general public has never been 
refuted. We know that the woods are 
still full of potential trust department 
customers and that our problem is 
solely one of finding them. 


T°? do this we do not rely on any one 

advertising or solicitation medium. 
Instead we co-ordinate all forms 
available to us. Thus we tie in our 
newspaper campaign with booklets 
written by ourselves, plus statement 
inserts, folders and lobby and window 
posters. We back up this more or less 
institutional approach by a certain 
amount of personal solicitation. We 
do not, however, employ so-called 
trust advisors or trust solicitors to 
produce a volume under pressure. We 
must live with our trusts for many 
years to come and we feel it is the 
best policy to lead people into the 
trust department rather than to have 
them driven to us by employees who 
must show activity to justify them- 
selves. Hence our individual solicita- 
tion is one done largely by officers of 
the bank and by executives of the 
trust department. This personal solici- 
tation includes the use of the telephone 
and letters to prospects whom we 
consider active. A sample of the kind 
of letter we send, one which I recently 
signed, is as follows: 

“More than two years ago, when 
discussing our trust facilities and how 
they could serve the needs of certain 
individual customers, your name was 
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YOUR PURPOSE.-- 
and OURS 





Our purpose in this 
community is to operate a sound, local 
bank, offering as complete a service as 
any customer could require. The friendly 
and confident attitude of our customers 
has caused us jo search for new ways 
of providing broader services, to extend 
far beyond the immediate needs of 
every-day banking 
A new step in this program is the 
arrangement we have made with Union 
Bank & Trust Co. of Los Angeles, our 
correspondent bank, whereby its Trust 
Facilities are projected through us as 
Field Agent 
We know that our customers devote 
most of their‘time to the creation of 
wealth through hard work and savings 
an honorable expression of the 
human instinct to protect the younger 
ones, to forestall dependence in old age, 
and to leave something for loved ones. 


Services for you that is where your 
purpose and ous purpose meet. 


That is why we have sought these Trust: 


HERE 18 VALUABLI 


INFORMATION 






Your welfare and protection, and that 
of your family, depend upon the wis- 
dom with which you face the future. In 
directing your attention to the following 
services, it is in the sincere belief that 
you may find this information of incal- 
culable value. , 

If you will check the items in which you 
are interested, sign your name below, 
and hand or mail this form of confiden- 
tial inquiry to one of our officers, we 
will see that you obtain the information 
offered. ° 





1.[[] Booklet. “Wives, Husbands and Wills. 
2. Information regarding: 
() biving Trusts 
7) Trusts under Wills 
CD Ute tnsurence Truss 
2.((] Investment management and custody of 
stocks and bonds 


as provided without 
necessity of creating « trust 


4.[D] Resi Bstate property management, under 
an Agency Agreement 
S.[7) The investment policies of « Corporate 
~ Trustes. 


6.[7) Eatate-planning to be sure that my exist. 
—" ag arrangements ave up-io-dete, and that 
my estate shrinkage from taxes and costs 

ot administration will be held down to a 
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“PROVIDING 
Is 


: eA MASSING 
an estate is important—but protec- 
tion’ for that estate and its bene- 
ficiaries is, to the thoughtful man or 
“woman, even more important. 
Would you like concrete assistance 
and sound advice on your estate 
plans? Would you like to know more 
of the “preventions” necessary to 
thoughtful "providing"? Through our 
Los Angeles Correspondent, Union 
Bank & Trust Co., we have made such 
@ service available to our customers. 
Don't hesitate to ask any officer 
of our bank how this personal 
service may be put at your dis- 
posal. There is no obligation. 


THE TEMPLE CITY 





Preventing” 








NATIONAL BANK 





FIRST NATIONAL BANK 
OF HOLTVILLE 


Member Federal Deposit Insurance Corp 





Adéeets 


TEMPLE Ciry, CALIFORNIA 











Member: Federal Reserve System. 
Member: F. D. I. C. 








An interesting phase of Union Bank's program is its extension of trust 
service to customers of correspondent country banks 


suggested by one of our officers as one 
who should be interested. 

“Subsequently, we published and 
sent to you six booklets in addition to 
certain folders, in order that you might 
know more about the inside workings 
of our trust department. 

“Certainly every estate must have 
its own legal representation and every 
estate plan should be developed in 
collaboration with one’s attorney. 
However, we believe in order that 
your estate have periodical checkings, 
you should take advantage of our 
Estate Analysis Service which we 
offer without obligation to you. 

“Our appeal to you is strictly a 
business proposition. If we were to 
show you how you could make more 
money for yourself and family, you 
would, no doubt, investigate our 
recommendations. What we have to 
suggest is just as important since the 
purpose is to safeguard your estate 
and effect savings for those who are 
dependent upon you for support and 
maintenance. 

“I trust that you will not think it 
presumptuous when our Mr. Cameron, 
Trust Officer, calls you on the tele- 
phone to supplement the contents of 
this letter. If you favor him with an 
appointment, I feel it will give you 
an opportunity to gain additional 
knowledge of trust operations, invest- 
ment policies, new services rendered 
and the modest fees which we charge 
for handling your estate now, or in 
years to come for the benefit of vour 
family.” 

The very fact that this letter was 


written at all indicates the closeness 
with which we check and re-check our 
prospect list. The prospect’s name 
had come into our files. He had been 
discussed, had been mailed the book- 
lets and other material which we had 
published from time to time. At the 
same time we had been developing 
more data about him. We had not 
tried to rush him and even in this 
letter we were not rushing him. In- 
stead we were trying to lead him to 
us. If, and when, we succeed, he will 
never have the feeling that he was 
“talked into something.”’” When he 
comes to us, he will not leave us. In 
short, his business will be valuable 





A. L. LATHROP 


“woods still full of potential customers” 


because it will be stable. For that 
reason, if for no other, a long range 
program of trust development is 
preferable to a drive, for it tends to 
eliminate the customer who establishes 
a trust this year and revokes it a year 
hence. 


SIDE from this retail side of our 

business, we have cultivated the 
usual contacts which bank trust depart- 
ments have long made amongattorneys, 
life underwriters and investment coun- 
sellors. Beyond this, partly to develop 
our own trust department and partly 
to assist our correspondent banks, we 
have developed an agency arrange- 
ment with eleven country banks which 
do not operate trust departments of 
their own. There is nothing compli- 
cated about this arrangement. Briefly, 
The Union Bank acts as fiduciary 
principal and the country bank as its 
field agent. The trustor is charged 
the customary fee and this is shared 
with the country bank acting as our 
agent. This arrangement helps both 
the country bank and ourselves. For 
the former, it makes possible the 
offering of a trust service to its cus- 
tomers, which formerly it was unable 
to do, either because of lack of per- 
sonnel or lack of volume. For us, 
aside from building up our business, 
the arrangement makes available to 
us an agent in the field, who, knowing 
local conditions, is likely to be more 
effective in many situations than we 
would be. 

Especially does this apply when 
estates coming under trust own large 
blocks of stocks in local corporations, 
when real estate is involved, or when 
beneficiaries are either children or 
elderly people. In all such cases it Is 
important that the trustee maintain 
close contact with the local situation 
whatever it may be. 


T°? support these contacts with 
country banks, we supply lobby 
posters, statement inserts, newspaper 
advertisements and folders especially 
prepared for the bank involved. At 
the same time our officers appear at 
employee meetings to explain this 
extension of city trust service, the 
reasons why it is being provided, and 
how the employees of the local bank 
can better serve their own customers 
by recognizing and taking the initiative 
whenever they discover customers who 
could be helped by the application of 
some phase of trust management. 
While this plan is still in its initial 
stages, encouraging results have al- 
ready been obtained. We have had 
appointments under wills, have had 
estates referred to us for administra- 
tion. have been appointed guardian 
of one estate, estate plans are under 
way at the present time, and directors 


See TRUST EXPANSION—Page 33 
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The CLEARING HOUSE of PICTURES 




























































GOVERNOR HOEY 


CARL K. WITHERS 


E. S. WOOSLEY 


JOHN M. WALLACE 






JAMES H. PERKINS 


ous banking conventions. 


MISS MARY VAIL ANDRESS 





CARL K. WITHERS, GOVERNOR HOEY, E. S. WOOSLEY... 
General chairman of the A. B. A. national convention to be held September 23-26 
at Atlantic City is Carl K. Withers, president of the Lincoln National Bank, Newark, 
and former president of the New Jersey Bankers Association. 

Two of the principal addresses at the general sessions of the convention will be 
given by Governor Clyde R. Hoey of North Carolina and E. S. Woosley, vice- 
president of the Louisville Trust Company, Louisville, Kentucky. Both are widely 
recognized as able speakers, Mr. Woosley being a familiar platform figure at numer- 
Governor Hoey at the time of his election received the 
greatest number of votes of any candidate ever to run for the office in his state. 


JAMES H. PERKINS... Mr. Perkins, one of the 
nation’s foremost bankers, died suddenly July 12 from 
a heart attack, at the age of sixty-four. As chairman of 
the board, he was at the helm of the National City 
Bank of New York since 1933, and served as chairman 
of the City Bank Farmers Trust Company since 1936. 
He was president of the New York State Bankers 
Association in 1913-1914, and from 1937-1939 served 
as president of the New York Clearing House Association. 


JOHN M. WALLACE... Mr. Wallace, vice- 
president of the Walker Bank & Trust Company of 
Salt Lake City, is general chairman of the Eighteenth 
Regional Trust Conference of the Pacific Coast and 


Rocky Mountain States, to be held August 15-17 at 
Salt Lake City. 


MISS MARY VAIL ANDRESS... The only 
woman officer of the Chase National Bank during the 
past sixteen years, Miss Andress withdrew from banking 
July 1 to devote her time to emergency relief work. She 
is one of the few women holding the Distinguished Serv- 
ice Medal, presented to her by General Pershing in 1919 
for her work in France during the World War. As 
assistant cashier in the Chase Bank, Miss Andress 
organized the women’s departments in various down- 
town branches in New York City. 


DEAN R. HILL... Mr. Hill has been nominated 
as the next president of the Mortgage Bankers Associ- 
ation. He will succeed Byron T. Shutz of Kansas City, 
Missouri, at the association’s 27th annual convention 
to be held October 2-4 at the Drake Hotel in Chicago. 
Mr. Hill organized the Hill Mortgage Corporation of 
Buffalo, New York, in 1924 and has been president of 
the firm since its founding. 


DEAN R. HILL 
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Mr. Glutchoulls 


Bonp RECOVERY 


N a quiet, hot afternoon in 
() August the interior of the Fern- 

dale National Bank was sud- 
denly electrified by a startling whoop. 
It came from the throat of Mr. J. G. 
Winder, a thickset man from Mullein 
Hollow who had gained the nickname 
of Bagpipe because of his penetrating 
voice. 

Both Cashier John Atwood and 
Director Clutchbill craned their necks 
and stood up in the front office. The 
woman clerks in the main banking 
room stopped work to peer in the di- 
rection of the bank’s vault. 

““What’s the matter?” 
Cashier John Atwood. 

*“Matter!’”’ Mr. Winder reached for 
support against a nest of safe deposit 


called out 


boxes within the vault entrance. 
“Matter? My box is empty! Over 
$20,000 gone!”’ 

Both Mr. Clutchbill and John 


hurried into the vault, inspected Mr. 


By 
FRED COPELAND 


Cashier, The Randolph National Bank, 
Randolph, Vermont 


The Ferndale National gets a big scare when bonds 


worth $20,000 are stolen from a safe deposit box. 


The result is an exciting pursuit, and a decision 


to revise lax practices regarding the bank’s vault 


Winder’s empty japanned box, ran 
their eyes over the interior and then 
stared at each other. Suddenly John 
plunged out of the vault and pulled 
open the doors of the bank’s two 
coupon booths. Both were empty. 
He hurried back. 








‘*“There was another customer using 
a coupon booth two minutes ago,” he 
said. ‘‘What’s become of him?” 

“A fellow came in the _ vault,” 
shrilled Bagpipe Winder, ‘“‘while I was 
looking over my new insurance policy. 
My back was turned, but I heard him 
put in his box and go out.” 

““Where was your box all this time?” 
asked Mr. Clutchbill. 

“I'd slid it half way back into the 
hole.” 

“Good gracious!” burst out Mr. 
Clutchbill. “Hunt every car and store 
on Main street.” 

“It isn’t any use,” piped up Willie 
Dexter, the teller, “it was that sum- 
ner feller, Professor Sketchell. I saw 
him drive off in his little blue single- 
seater.” 

“‘Yeah,”’ Mr. Clutchbill turned and 
gazed at Bagpipe. “the pinched your 
stuff while your back was turned. 
Didn’t take hardly a second. Where’s 
t..e fellow stay around here?”’ 

“He boarded at the Dinner Bell 
Inn,” said Willie. 

“Call ’em up! See if he’s there!” 
ordered Mr. Clutchbill. 

Bagpipe Winder failed to regain his 
composure. He toddled up to Mr. 
Clutchbill. ‘*$20,000! $20,000! Gone!” 
he quavered. He clutched at Mr. 
Clutchbill’s lapel with a trembling 


Mr. Winder reached for support 
against a nest of safe deposit 
boxes. ‘My box is empty! Over 
$20,000 gone!” 
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Winder clenched his fingers and 
lurched toward Mr. Clutchbill 


hand. “Gone! All I got. It came from 
the family, from the profit on wool, 
from Civil war times. I kept it good 
in Government bonds.” 

“Snap out of it!’ ordered Mr. 
Clutchbill pushing Bagpipe away. 
“This ain’t no time to pull a fit.” 

Cashier John Atwood had already 
begun an excited conversation over the 
telephone. After a short interval he 
hung up and turned a glum face to- 
ward the old director. 

*“He’s left the Inn with all his be- 
longings, and he’s owing two weeks 
board.” 

*“Gone!!’’ Winder clenched his 
fingers and lurched toward Mr. Clutch- 
bill. 

“Bagpipe!” hollered Mr. Clutchbill, 
picking up a quart ink bottle, “TI’ll 
crown yuh with this jug if you don’t 
cool off and stay cooled off! I’ve got 
to raise the state police.” 

“Spread the alarm, John! Call the 
state police. I’m going down to the 
Dinner Bell Inn.” 


S Mr. Clutchbill made for the door 
““~ John put in a call to the state police 
at the state capital. 

“State police?” called John a few 


moments later. ‘“This is the Ferndale 
National. We want you to spread a 
net for a man who left here ten minutes 
ago with $20,000 in Government bonds 
he stole from an open safe deposit box. 
What’s he look like? Over 6 feet, 
loose-jointed, about 45, bushy red eye- 
brows, small stringy mustache. Goes 
by the name of Professor Sketchell. 
Single seated, pale blue car. He’s 
riding alone. No, I don’t know which 
way he went. No, I don’t know the 
license number. I think the plates 
were New Hampshire.” John hung up 
and turned to look into the eyes of 
Bagpipe Winder. 

“You'll git it back before night, 
won’t yuh?” nodded Bagpipe, opening 
and closing his fingers. 

“The police will fetch him in,” 
evaded John, backing off. 

“I’m going to stay right here,” 
gulped Bagpipe, grimly following John. 

It was an hour before Mr. Clutchbill 
returned. “I’ve called up and warned 
the farmers to be on watch on the hill 
roads,” he panted. “I learned he’s 
been asking questions about wealthy 
people living around here.” Mr. 
Clutchbill turned to Bagpipe. ‘‘He 
probably learned all about you, found 
Out you had a safe deposit box, rented 
One himself, and watched till he got 
this chance.” 

When Ferndale village went to bed 
that night no track or trace of Professor 

See DIRECTOR CLUTCHB'LL—Page 35 
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CANADIAN BANKING 








By JAMES MONTAGNES 


New President of 
Canadian Bankers’ Association 


Harry T. Jaffray, general manager 
of the Imperial Bank of Canada, was 
elected president of the Canadian 
Bankers’ Association at the semi-an- 
nual meeting in Toronto on June 20, 
succeeding H. F. Patterson, general 
manager of the Bank of Nova Scotia. 
A. E. Arscott, general manager of the 
Canadian Bank of Commerce, was 
elected a vice-president to succeed Mr. 
Jaffray. F. Hedley Marsh, general 
manager of the Bank of Toronto, next 
in line for the presidency, declined the 
honor for personal reasons, and con- 
tinues as vice-president. 

The new CBA president is reported 
to have joined the Imperial Bank in 
1899 at least partly because he liked 
duck shooting. He had spent about a 
vear with the former Merchants Bank 
at Galt, Ontario, his birthplace, after 
graduating from high school. But 
when he heard that in western Canada 
the duck shooting was extra good, he 
applied to the Imperial Bank for a post, 
and was placed as a ledger keeper at 
Portage La Prairie, Manitoba. 

The Imperial Bank had a number of 
branches in western Canada when that 
country was opened to settlers at the 
turn of the century, and the twenty- 
year-old ledger keeper found possi- 
bilities of promotion in the duck 
center of the North American conti- 
nent. From his first western post he 
went as manager to Golden, B. C., in 
1907, two years later became manager 
at Prince Albert, Saskatchewan, and 
in 1915 was appointed inspector of the 
western branches with office at Cal- 
gary. Complete supervision of western 
Canada for the Imperial Bank came in 
1919, when he became western superin- 
tendent, with headquarters at Winni- 
peg. Another promotion three years 
later made him assistant general 
manager, and in 1928 he was moved 
east to Toronto to hold the same post 
in eastern Canada. In 1937 he was 
appointed general manager. 

Mr. Jaffray’s early liking for duck 
shooting has not diminished with the 
years, though the ducks are no longer 
as numerous. Now he likes best to go 
off into the northern Ontario bush on a 
canoe trip and do some real fishing and 
hunting. He is still interested in sports, 
is an enthusiastic baseball and hockey 
fan, and plays a fair game of golf. 

He claims to have had a lot of fun 
out of banking, mainly because he has 





H. T. JAFFRAY, general manager, 
Imperial Bank of Canada 


. . . heads Canadian Bankers’ Association 


made his work interesting. His staff 
and colleagues report him one of the 
hardest workers in the bank, yet find 
him very approachable despite his 
heavy dose of work. He is eminently 
fair and has a remarkable memory for 
faces, an asset to him in his career. 
Since he was a boy he has had a great 


liking for mathematical problems. 

His only son, Peter, has also chosen 

finance as a career, and is with the 

Dominion Securities Corp. at Toronto. 
o * + 


War Duties for Two 
Canadian Bank Presidents 


Two Canadian bank presidents have 
been appointed to important war posts: 
Morris W. Wilson, president of the 
Royal Bank of Canada, as agent in the 
United States and Canada of the 
British Ministry of Aircraft Produe- 
tion, headed by the Canadian-born 
newspaper peer Lord Beaverbrook; and 
Col. Allen Angus Magee, president of 
Barclay’s Bank (Canada), to the post 
of executive assistant to the Canadian 
Minister of National Defense, Hon. 
J. L. Ralston. 

Morris W. Wilson has been in bank- 
ing since 1897 when he joined the 
Royal Bank as a 14-year-old junior at 
Lunenburg, Nova Scotia, his birth- 
place. He worked his way up, saw 
service in a number of eastern Cana- 
dian branches, and in 1911 was ap- 
pointed manager at’ Vancouver. At 
the age of 33 he was chief inspector at 
Montreal, became senior general man- 
ager in 1922, general manager in 1929, 
vice-president in 1931, and has been 
president and managing director since 

See CANADIAN BANKING—Page 35 


Banking leaders appointed to important war posts 


MORRIS W. WILSON, president, 
Royal Bank of Canada 





COL. ALLEN ANGUS MAGEE, president, 
Barclay’s Bank (Canada) 
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OURT DVECISIONS... 


Responsibility of bank for cashier’s knowledge of fraud . . . Can holder in 


due course enforce note given for illegal consideration? . . . Liability of 


non-signer of note . . . Attempt to repudiate transaction by claim of duress 


Cashier’s Knowledge of Fraud 

If the cashier of a bank knows that a 
note or other document received by the 
bank carries a forged signature or that 
the transaction is otherwise tainted 
with fraud, is his knowledge “‘imput- 
able’ to the bank so that the bank may 
be held to enter into the transaction 
with guilty knowledge of the fraud? 

In a Federal case, recently, a man 
tendered to the cashier of a bank a note 
and a mortgage both bearing the sig- 
natures of himself and his wife. The 
cashier, being a notary, took the ac- 
knowledgments of both husband and 
wife to the mortgage, although the 
wife was not present. 

In litigation which arose between 
the bank and the wife after her hus- 
band’s death, she showed that her pur- 
ported signatures to the note and the 
mortgage were spurious and that the 
notary-cashier’s certification of her 
acknowledgment was false. The 
cashier, she said, was familiar with her 
true signature and by the exercise of 
ordinary care could have known that 
She had not signed either the note or 
the mortgage. 

“She argues,” explained the Federal 
court, “that the cashier of the bank 
should have known that her signatures 


By 


CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


were spurious and that his knowledge 
was imputable to the bank, and it 
should have made immediate inquiry 
as to whether she had authorized the 
execution of the note and mortgage. 
From this, she insists that if her hus- 
band practiced a fraudulent conceal- 
ment on the bank, it has waived any 
right by reason thereof. 

*“Knowledge gained by a cashier of 
a bank within the apparent scope of 
his authority is chargeable to the bank 
as a principal. On the other hand, 
knowledge acquired by him while act- 
ing in another capacity, separate and 
distinct from his duties as cashier, is 
not imputable to the bank, though 
they be contemporaneous with the dis- 
charge of his official duties. 

“The distinction between the acts of 
the cashier of the bank in taking the 
acknowledgments on the mortgage as 


a notary public and his acts as cashier, 
is clear. He knowingly participated in 
the fraudulent concealment of the true 
facts from the bank and under these 
circumstances there is no legal infer- 
ence that he would communicate the 
facts to the bank. It follows that the 
guilty knowledge of the cashier cannot 
be imputed to the bank.” 

This particular cashier acquired his 
knowledge of the fraud while acting as 
a notary public and not as cashier, and 
hence the bank was not charged with 
that unpleasant knowledge. But it 
isn’t hard to infer from the court’s de- 
cision that the bank would have been 
“stuck” with the guilty knowledge if 
the cashier had acquired it while acting 
as cashier. 

Which may be one reason why most 
banks like ‘“‘conservative” cashiers. 
(Schram vs. Burt, 111 Federal Re- 
porter, second series, 557.) 

° ° ° 


Illegal Note 


In a suit on a note in Louisiana the 
defense was made that the note was 
void and unenforceable because it had 
been given for an illegal consideration. 
The note, according to the evidence, 

See COURT DECISIONS—Page 39 
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NATIONAL 
BANK 
AND 
TRUST COMPANY 
OF NEW YORK 
Service — Maintaining an 


intimate, personalized corre- 
spondent bank service. 


Experience— Officials with 
years of service in this field, 
assuring a knowledge of re- 
quirements and valuable as- 
sistance, 


Policy — To cooperate with 
out-of-town banks rather than 
compete for business which is 
rightfully theirs. 

















RRR T EO 
Your Friendly fiddress 
in OHLAHOMA CITY 


At this starting 
rate a sufficient 
number of rooms 
are available to 
supply the 
demand. 












Rorcurt ORE 


OKLAHOMA CITY 
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The BOOKLET COUNTER 








Booklets listed below are offered without charge or obligation to bank officers 
and other executives, through the co-operation of nationally-known institu- 


tions. 


Address your requests, on your bank or company’s letterhead, to 


THE EDITOR, THE BURROUGHS CLEARING HOUSE 


SECOND AND BURROUGHS AVENUES 


New Booklets 


MR. REED GOES TO TOWN ON OFFICE 
OVERHEAD COSTS... . A human interest 
“true story’? with illustrations, relating how 
an executive realized an unexpected office ex- 
pense reduction of nearly $50 a month while 
bringing about better customer service 
through faster dispatch of correspondence and 
parcel post shipments. This 24-page booklet 
also contains excerpts of letters from banks, 
insurance companies and manufacturers tell- 
ing how they have made similar worthwhile 
savings. 


PUBLIC OLD AGE PENSIONS. . . With 
public pension movements on the increase, 
and the population trend pointing to a large 
increase in the percentage of persons over 65, 
old age assistance looms as one of the major 
economic issues confronting the United 
States. This 20-page booklet outlines the 
pension plans now in effect in the various 
states, and discusses the Townsend Plan and 
other radical proposals. Of vital interest to 
anyone with an economic stake in the future. 


LESS NOISE, BETTER HEARING... An 
unusually interesting booklet for anyone con- 
sidering the advantages of sound conditioning. 
One section discusses factors to be considered 
in selecting acoustical material; another re- 
lates to scientific principles of noise quieting 
and the practical application of these prin- 
ciples. [Illustrations portray examples of 
acoustical treatments in banks and other 
offices. 


DEFENSE DOLLARS... . A timely survey 
of our national budget picture in the light of 
defense needs and the increased taxation to 
come. The booklet also analyzes the present 
condition of our defenses, suggests methods 
for increasing and co-ordinating industrial 
production, and recommends specific econo- 
mies in non-essential governmental expendi- 
tures not related to preparedness. 22 pages. 


Booklets Still Available 


BANKING AS A BUSINESS... A review 
of the salient developments in banking during 
the decade from 1929 to 1939, published as 
part of a quarterly bulletin by a New York 
financial institution. Discusses such phases 
as the transition in sources of earnings, prob- 
lems of government competition, easy money, 
and the extent of profits and losses. 


ACCOUNTING AND YOUR POCKET- 
BOOK ... By means of a question and answer 
method, this 16-page pamphlet clears up 
common misunderstandings in the public 
mind concerning the functions of accounting 
and auditing. It is of interest to banks, not 
only for its contents but also as an applicable 
example of effective public education. 


RECOMMENDATIONS FOR OFFICE 
LIGHTING .. . This booklet cites facts to 
consider in connection with efficient lighting, 
and presents a table of footcandle standards 
for various office tasks. Installation photo- 


In writing to advertisers please mention The Burroughs Clearing House 


DETROIT, MICHIGAN 


graphs help to illustrate advanced lighting 
technique. 


BANK MANAGEMENT CONTROL ... 
This 152-page book, written by E. S. Woolley 
and published by the George S. May Com- 
pany, is offered free to one executive officer 
in each bank. It presents principles to be 
followed in the control of expense, deals in 
particular with some of the perplexing bank 
problems that have recently arisen, and takes 
sharp issue with many accepted banking 
practices. 


STEEL FILING EQUIPMENT ... A 
49-page catalogue illustrating a complete 
range of styles in four grades of steel filing 
equipment, showing construction features 
and installation views. Also pictured are 
low-cost dead storage files with an improved 
stacking device. 


SUMMER VACATIONS ... An outline of 
possible vacation trips of varying lengths and 
a wide variety of prices. Includes popular 
vacation areas and journeys in the United 
States, Canada, Mexico, Bermuda, West 
Indies, Central America and South America. 
Gives interesting itineraries upon which to 
build individual or family trips. 


THE TRUSTEE IS PERSONALLY 
LIABLE ... A survey of court decisions 
covering individual liability of fiduciaries to 
third persons for negligence in management 
of property or estates, and suggestions for 
protecting the interests of trustees and 
beneficiaries. 


BANK DISPLAYS... A folder describing 
a new bank display service, featuring ani- 
mated three-dimensional displays furnished 
on a lease agreement, with 15-day changes. 
Lists 16 different bank services on which 
promotion is available. Information sup- 
plied on price, shipping arrangements, and 
construction. 


INVESTMENT CREDIT FILE ... In 
conjunction with a leading New York bank, 
an impartial investment service has published 
reports on companies whose bonds are actively 
traded and eligible for bank investment. 
Sample reports on leading railroad, public 
utility and industrial bonds will be sent to 
illustrate the helpfulness of such records. 


MODERN CHECK DESIGNS .. . Banks 
are becoming more and more conscious of 
the important part their checks may play in 
a public relations program, and as an adver- 
tising medium. A folder containing an 
assortment of up-to-date designs will be sent 
to bankers who are interested in improving 
their checks. 


CAN I MAKE A LIVING AS A LIFE 
INSURANCE REPRESENTATIVE? .. . 
A good booklet to pass on to some capable 
young fellow who’s looking for a job or who 
hasn’t decided just what he wants to do, or 
a responsible older man who hasn’t found his: 
right place in life. 


asgpunyneenenen 








THE 







Fd 


lley 
»m- 
icer 

be 
; in 
ank 
kes 
‘ing 


lete 
ling 
Ires 
are 
ved 


> of 
and 
ular 
ited 
Jest 
ica. 
| to 


LY 
ions 
; to 
lent 

for 
and 


ing 
ani- 
hed 
ges. 
nich 
up- 
and 


In 
ink, 
hed 
yely 
ent. 
blic 
- to 


nks 
; of 
y in 
ver- 

an 
sent 
ying 


[FE 


able 








THE BURROUGHS CLEARING HOUSE—August, 1940 


To 


Please enter our order for the following and ship by 


G. 


- ‘ 


yA hy 495 











Quanciry 


DESCRIPTION Peece Tori 





Onder! 





/ rd 190 Bd bctcilhinEileu 


rey Ah line purebred by 


19,1939 











Prove value of 


BRANDTS 





Please indicate order number on invoice and all packages. 
Send Inveies to The Merchants National Bank and Trust Company, 214-216 Seuth Warren Street, Syrecuse, New York 





The completely satisfactory 
Brandt Automatic Cashiers already in use in these 
two progressive banks proved their worth to such an 
extent that repeat orders were placed without 
solicitation. 


Banks that have used Brandt Automatic 
Cashiers or are using early type Brandt machines, 
owe it to themselves to investigate the unerring 
accuracy, great speed and increased customer service 
rendered by the two latest types, Model 100 and 
Model 200 shown below. They are of such durable 
construction that the benefits from their use may be 
reaped over a long period of time. Each machine is 
backed by an unconditional 10-year guarantee. 


never 


Use the coupon to obtain information or to arrange 
for a free trial of either or both of these remarkable 
machines. The free trial is entirely at our expense 
and without obligation on your part. 


BRANDT AUTOMATIC CASHIER CO. 


“In Our 50th Year’’ 


Watertown i “ Wisconsin 





Model 100 Model 200 


Also pays any amount from Ic to 
99c by pressing only one key. Auto- 
matic Coin Lock. Coins roll noise- 
lessly on edge down chute to de- 
livery cup directly to customer. 
Chute fits on either side of machine. 


Pays any amount from Ic to 99c by 
pressing a single key. Equipped with 
Automatic Coin Lock to prevent 
short payments if a coin channel is 
about to become empty. Coins are 
delivered to teller to pass to cus- 
tomer. 





BRANDT 
AUTOMATIC 
CASHIERS 








&. W. OPPMANN 


Signed THE MERCHANTS NATIONAL ST COMPANY 
and ship to 214-216 South Warren Street, Syracuse, N. Y. 
Make no charges without a written order on regular form. By. 
Su SETS 8-s0C 
performance of the 
THE NATION ST VIRGINIA 





WHEELING, WEST VIRGINIA 


Mey 6, 1940 


Brandt Automatic Cashier Company 
Watertown 
Wisconsin 


Gentl emen: 

Please ship us at once, by express, two 
eutometic cashiers, the same type as pur- — 
chased by us from you recently. - 

The cashiers now in our use are numbered 
100-58082/3. 


0 W. yours, 


AWO/VY 





Purchase order re- 
produced by per- 
mission of 
Merchants 
National Bank 
and Trust 
Company 
Syracuse, New 
York; 
permission of the 
National Bank of 
West Virginia, 
Wheeling, 
West Virginia 


BRANDT AUTOMATIC CASHIER CO. 
Dept. B 8, Watertown, Wis. 


letter, by 


' We would like to : 


O 
O 
O 


! BANK... 


Receive further information. 
Arrange for a FREE TRIAL of the following Brandt Automatic Cashiers. 
Model 100. [] Model 200. 


| SEND ATTENTION... 
ON ooo ah ass cova vonetbig tas icacan cast cams enna sme sas aprcei nea se sea eeaeciedataoeetnorda tes 


for SPEED » ACCURACY © DURABILITY 
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completed a bank contract 
110 days for over 28 years! 


ay 
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working with over 1000 banks is 
Your Guarantee of Satisfaction 


No single architect or contractor can point to such 
a record of accomplishment in the banking field. 
You profit from our experience. Bank building 
and modernization is as specialized a business as 
banking itself. Think carefully before you call in 
anyone but a specialist. Get a// the facts in advance. 
“The Plan That Made Over 1,000 Banks Leaders in 
Their Communities” will help you arrive at the 
right decision. Write for it today. ..no obligation. 


| 
INCORPORATED 


A Subsidiary 
whe design, build, modernize and equip 
Selih J 


cial dings and interiors 
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ATLANTIC 
CITY 


(CONTINUED FROM PAGE 13) 


educational director of the Institute. 

At the second general session on 
Thursday tribute will be paid to the 
Honorable Carter Glass, venerable 
United States Senator from Virginia, 
who has long been a champion of 
progressive and sound banking. 

Annual meetings of the different 
divisions of the association will all be 
held on the first day of the convention, 
Monday, September 23, at Haddon 
Hall. 

Dr. W. Randolph Burgess, vice- 
chairman of the board of the National 
City Bank of New York, will address 


_ the National Bank Division on the 
| subject of “Financing the Defense 


Program.” Dr. Marcus Nadler, pro- 


| fessor of finance at New York Uni- 


versity, and Melvin Rouff, president 
of the division, will be the other 
speakers. 

The State Bank Division will hear 


| Dr. William A. Irwin, national educa- 





tion director of the American Institute 
of Banking, speak on ““The System of 
Free Enterprise—An Answer to its 
Critics.” Other speakers will be 
William A. McDonnell, executive vice- 
president of the Commercial National 
Bank, Little Rock, Arkansas, and 
William S. Elliott, president of the 
division. 

The Savings Division will be ad- 
dressed by A. George Gilman, presi- 
dent of the division, and Dr. Paul F. 
Cadman, economist of the A. B. A. 
There will also be a United States 
Chamber of Commerce moving picture 


| entitled, ‘““Free Men Make a Nation.” 


The annual meeting of the Trust 
Division will be featured by a sym- 
posium on “The Job Ahead for Trust 
Service,” participated in by four of 
the division’s past presidents. 

William Powers, director of customer 
relations of the association, will lead 
a conference on “The Influence and 
Value of Bank Staff Contacts,” Tues- 
day morning. C. W. Bailey, president 


| of the First National Bank, Clarksville, 


Tennessee, will lead a conference on 
“How to Survey Your Trade Area,”’and 
C. C. Neumann, president, Nebraska 
Bankers Association and executive 
vice-president of Farmers & Merchants 
National Bank, Oakland, Nebraska, 
will lead one on “Liquidity and 
Marketability of Loans Made _ to 
Farmers.” Later Messrs. Bailey, 
Powers and Neumann will join 


| with A. G. Brown, A. B. A. deputy 


manager in charge of agricultural 
credits, in a panel discussion on “New 
Business Development.” 

The Tuesday afternoon program 
will be devoted to a panel treatment of 
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“Real Estate Loans,” conducted along 
the lines of the “‘Information Please”’ 
type of program. It will be led by 
Dr. Ernest M. Fisher, director of 
research in mortgage and real estate 
finance of the association. 

Round tables on operating problems 
Wednesday afternoon will include: 
“Productive Work Planning,” led by 
Ernest S. Woolley, bank analyst of 


| 
| 
| 
| 


New York City: ‘“‘Research, Analysis | 


and Budgetary Control as an Aid to 
Bank Management,” led by Maurice 
L. Briedenthal, president of the Se- 
curity National Bank, Kansas City, 
Kansas: 


‘“‘“Greater Efficiency and In- | 
creased Earnings through Simplifica- | 


tion of Bank Operating Forms,” led | 


by Louis W. Bishop, cashier of the | 
State-Planters Bank and Trust Com- | 


pany, Richmond, Virginia. 


One innovation of the forthcoming | 


convention will be the scheduling of 


all state association dinners on Wednes- | 


day evening. 


On Thursday afternoon, September | 


26, there will be a round table on 
“Consumer Credit” led by Walter B. 


French, deputy manager of the associ- | 


ation in charge of its consumer credit 
department. Kenton R. Cravens, 
vice-president of the Cleveland Trust 
Company, Cleveland, Ohio, will speak 
on ““Autombile Financing.” 
Meanwhile, throughout the conven- 
lion the newest mechanical aids to 
banking will be available for leisurely 
inspection, arranged in a series of 
exhibits at Haddon Hall. Russell L. 
Sammis, chairman of the Educational 
Displays Committee and 


assistant | 


secretary of the Camden Trust Com- | 


pany, working with Alden B. Baxter 


and William T. Wilson of the A. B. A. | 


staff, reports that spaces have already 
been allocated. 

Not to forget the lighter side of the 
program, 


the entertainment commit- | 


lee is already hard at work, headed | 


by Brice Eldridge, assistant secretary 
of the Hackensack Trust Company, 
Hackensack. Among the 
are: A reception on Sunday afternoon 
lor arriving delegates, and a concert 
by the Madrigal Singers of Pennsyl- 
vania on Sunday evening; a monster 
carnival in the huge auditorium; 
ife 


saving, swimming and _ diving 
exhibitions; sailing and fishing; and 
if conditions permit, a naval air 


features | 


demonstration offshore under the direc- | 


tion of the commander of the Naval 
Air Station at Lakehurst. 

The entertainment program for the 
ladies is also well advanced under the 
able direction of Mrs. H. Douglas 
Davis, wife of the president of the 
New Jersey Bankers Association, and 
her committee. Already plans have 
been made for a series of teas and a 
Shopping tour. For the first time the 
ladies will have their own headquarters, 
at the Chalfonte. 
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Fat Heather 


Various paints and finishes exposed to the 
elements on the roof of a research building 








Sic sun...snow, sleet and ice... beating rain 
...dust-and-grit-laden winds—all are rigorous tests for 
paint and cement, wood and metal. When the results are 
tabulated, the customer who wants enduring strength 
knows where to find it. 

The strength to stand up under all sorts of trying con- 
ditions is important in a bonding company, too; its tests 
come as it passes through the years, with the business 
barometer swinging from “depression” to “boom” and 
back again. 

The Fé&D—founded in 1890—has withstood the shocks 
of financial panics, economic crises, crime waves, wars 
and business depressions for 50 years... has conclusively 
proved that its bonds and policies provide genuine 
security against the risks specified therein. 

The Fé&D representative in your community will gladly 
give you the benefits of his experience—and ours. 
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Another innovation will be a united 
civie and service club luncheon which 
will be held probably in the main 
auditorium of Convention Hall im- 
mediately following the closing general 
session on Thursday. This unique 
innovation will afford to the members 
of civic clubs the opportunity to 
make up their attendance and at the 
same time enjoy a pleasant hour oi 
social fellowship. The guest speaker 
will be Honorable A. Harry Moore, 
Governor of the State of New Jersey. 
Other interesting features will be 
added to the program for this occasion. 

Newly elected officers will be in 
stalled at an inaugural ceremony Thurs- 
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day evening. On this occasion the 
University of Pennsylvania Chorus will 
sing, with John Charles Thomas, noted 
American baritone as the guest soloist. 
The grand ball which will climax the 
convention promises to be colorful. 

The Annual Golf Tournament will 
be at Seaview Country Club, one of 
New Jersey’s sportiest courses, a short 
distance from Altantic City, reports 
Frank Allen, executive vice-president 
of the Seacoast Trust Company, 
Asbury Park. 

And as a climax to the convention 
proceedings a _ post-convention tour 
of New York City and the New York 
World’s Fair are planned for Friday 
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AND TRUST COMPANY | 


| 
OF CHICAGO | 





Statement of Condition, June 29, 1940 











RESOURCES 
Cash and Due from Banks. ..........e0e00: $ 660,976,022.11 
United States Government Obligations, 
Direct and Fully Guaranteed............. 645,413 ,466.22 
Other Bonds and Securities................ 60,376,065 .86 
re 156,347 ,094.22 
Stock in Federal Reserve Bank........... “ 2,400,000.00 
Customers’ Liability on Acceptances....... 444,251.87 
Income Accrued but Not Collected......... 2,557 ,917.60 
PE BIND 6 ai v-e si cce Hacweaeiancne tease 12,450,000.00 
Real Estate Owned other than Banking House 2,952,375.45 
$1,543,917,193.33 | 
LIABILITIES 
Deposits eccecee COC CC Cee EE OEE EEE EEE EEE $1,421 459,288.57 
ID oun kd ode uaeaminceumeeeiele 446,123.56 
Reserve for Taxes, Interest and Expenses.... 5,010,687.05 
Reserve for Contingencies ............eee08 16,561 ,200.27 
Income Collected but Not Earned......... . 226,859.26 
I 5 cnisk coat inmnbienition 50,000,000.00 | 
I cas ache cheb eeanen eons een tuemeaes 30,000 ,000.00 
SP BUN oi. ccdcdadcietusesecoceieeus 20 213,034.62 


United States Government obligations and other securities carried 
at $148,194.254.81 are pledged to secure public and trust deposits 
and for other purposes as required or permitted by law 


i Merrber [ederal Deposit Insurance Corporation 











$1,543,917 ,193.33 
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| operations of 








and Saturday, following the closing of 
the convention. On Friday delegates 
will be invited to visit the floor of the 
New York Stock Exchange, the New 
York Curb Exchange and Rockefeller 
Center, Radio City and other points 
of interest. Saturday, September 28, 
will be known as American Banking 
Day at the Fair. So if you are planning 
to see the Fair on your trip to the 
convention be certain to plan to visit 
it after and not before the convention. 

Again, on behalf of the New Jersey 
Bankers Association, the various com- 
mittees, and banking association of 
the state, as well as on behalf of the 
New York State Bankers Association 
and the Pennsylvania Bankers Associ- 
ation who are graciously co-operating 
with us, may I extend a cordial and 
sincere invitation to every member of 
the American Bankers Association to 
meet with us and enjoy the hospitality 
of Atlantic City this year. 
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WASHINGTON 
VIEWPOINT 


(CONTINUED FROM PAGE 19) 


banking institutions.” 

Mr. Wiggins stated that the act 
could be met if banks put their em- 
ployees on an hourly pay basis, but 
that neither banks nor employees 
desired this. Or the problem would 
be met by an amendment to the law 
permitting the averaging of working 
hours over a period of weeks, he said, 
but since this subject is outside the 
scope of the hearing the discussion 
should deal with the practical problems 
of writing a realistic definition of 
exempt employees. He took up in 
detail the proposed definitions, ex- 
plaining the functions of the various 
classes of employees and why dil- 
ferent definitions are needed for execu- 
tive, administrative, and professional 
capacities. He declared that the 
association did not attempt to see 
how many employees could be 
exempted under these definitions, but 
approached the matter from the stand- 
point of the purpose and intent of the 
act. 

The proposed definition of an execu- 
tive was quite restricted, but that for 
administrative employees was broad 
enough to cover a great many em- 
ployees of the average bank, including 
tellers and bookkeepers, and in the 
case of a bank with seven or fewer 
employees it would cover all those 
performing a variety of functions. 
The definition proposed for profes- 
sional employees would cover many 
types of experts and special assistants 
in the larger banks. 








THE 
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TRUST 
EXPANSION 


(CONTINUED FROM PAGE 22) 


of our customer banks have been 
sending their friends to us. 

As this country of ours grows older, 
I think that this phase of trust work 


is likely to become of increasing im- | 


portance. There is a certain amount 
of trust business available in nearly 
every small town and village and yet 
in such places there is seldom enough 
business to justify and support a trust 
department operated by a local bank. 
The records, I think, pretty generally 
bear out such a statement. Yet the 
city bank trust department, by operat- 
ing through country banks as agents, 
can bring a “doorstep trust service” 





where needed, to both its own and the | 


country bank’s advantage and to the 
general benefit of the community 
reached. In these cases, of course, as 
well as in our metropolitan contacts, 


we support the local legal profession. | 


We insist that all legal business per- 
taining to the trust business emanating 
from the country bank be placed with 
local attorneys. 

In this phase of new _ business 
development as well as in all other 
activities of the department we are 
constantly planning, not merely for 
this year or next year, but for years 
ahead. Thus the fact that we are 
three years along on a five-year pro- 
gram can be overemphasized. We are 
always planning well ahead in the 
future, for we feel that only in this 
way can a bank’s trust department be 
soundly and properly developed. 
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CONSUMER 
CREDIT 


(CONTINUED FROM PAGE 16) 


this percentage in carefully selected 
consumer paper. To guide us in 
watching each dealer’s line of consumer 
credit, we maintain an indirect lia- 
bility ledger sheet on each one. Smaller 
contracts our officers pass on their sole 
responsibility, as long as the total in- 
direct liability is within our prede- 
termined limits. Such a decision is 
given in short order, anywhere from 
offhand if the man is favorably known 
to us, to 24 or 48 hours if he takes some 
looking up. On loans of any kind, in- 
cluding time contracts, we take a 
financial statement and submit the 
application to either the discount com- 
mittee or the board of directors, de- 
pending upon the size of the loan. 
Since the discount committee is com- 








WE BURN THE 
MIDNIGHT OIL 


---TO GIVE YOU FASTER PRESENTATION OF 
CASH ITEMS THROUGHOUT NEW YORK STATE 


HE Marine Trust Company’s night transit service enables your 

bank to save up to 24 hours or more in presenting cash items 
throughout New York State. With very few exceptions, items 
reaching us prior to 12:30 will be presented the next business day 
in 58 New York State cities and towns. 


This fast night transit service is possible because of the Marine 
Trust Company’s many correspondent banks throughout the state, 
and its strategic location in the world’s greatest market. 


It will pay your bank to investigate the possibilities of this speedy 
service. Send for a copy of our latest Night Transit Schedule. 


MARINE TRUST 
COMPANY OF BUFFALO 
A Marine Midland Bank 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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posed of two active officers and two 
local business men, one of whom is the 
furniture merchant next door, it need 
not take us long to get a discount com- 
mittee decision if the need is urgent. 
Incidentally, our contracts average 
$138, which is a good-sized average 
loan for a country bank, as our fellow 
country bankers will recognize. 


E have developed a method of ma- 

chine-posting the time contract ac- 
counts so that they are handled very 
economically and speedily. Our finance 
charges are the statutory rates per- 
mitted by Indiana law: On purchases of 
new merchandise, 6% on the unpaid 
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balance of the sale; on used mer- 
chandise, 7% or 8%. Recently we 
computed, for our own satisfaction, the 
rate of turnover of money that we use 
for time contracts. We found that 
these funds turn 2.43 times per year. 
That is, for each $100 that the bank 
puts into installment paper, we loaned 
$243 total last year on such paper. 
We make it a rule to credit the dis- 
count to unearned discount when we 
accept a contract, and carry it there 
until the end of the month. At the end 
of the month we leave $5,000 in the 
unearned discount account, transfer 
the surplus above $5,000 to undivided 
profits. The reason for this is that 
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Condensed Statement of Condition as of June 30, 1940 
(In Dollars) 


INCLUDING DOMESTIC AND FOREIGN BRANCHES 


ASSETS | 


Cash and Due from Banks and Bankers.............. $1,247,074,280 
SS rr 1,206,709 
United States Government Obligations (Direct or Fully 
RES i ay Ae os See Al en 725,503,880 
Obligations of Other Federal Agencies............. 35,502,834 
State and Municipal Securities.................... 138,287,768 
I pa a cerry mia a eae Pe ae 57,935,928 
| Loans, Discounts and Bankers’ Acceptances........... 498,731,602 
Real Estate Loans and Securities................... 7,903,247 
Customers’ Liability for Acceptances............ 7,733,095 
Stock in Federal Reserve Bank...................... 3,900,000 
| Ownership of International Banking Corporation 
Cen SPIER. gov on ood v ceed oosvmascas 8,000,000 
| EERE Ee ein RE I, ae a ES 41,877,294 
i carer nis ee ee as Cah eh 469,244 
RS os 5a. ve o's % es Sta we eee ale week ek Oewtiek 654,709 
RR ee el i a $2,774,780,590 
LIABILITIES 
ESS REID POETS RE ree Meat eae ap RR OR se $2,591 ,963,229 
Liability on Acceptances and Bills. ....... $29,233,121 
Less: Own Acceptances in Portfolio. ..... 16,243,792 12,989,329 
Items in Transit with Branches...................... 9,736,833 
Reserves for: 
Unearned Discount and Other Unearned Income..... 3,973,539 
Interest, Taxes, Other Accrued Expenses, etc...... 6,698,290 
NS dot wide dramas orn a awe ew eee rakaadioe auniads 3,100,000 
MNS. i555. 6 ila @ Ald cae aoa Rwy woeabe $77,500,000 
MI anusacrdha uae eu alke Mee NeW Sena eos 53,000,000 
ee 5.3, wa. 'ao ee Wale wiprahdren des 15,819,370 146,319,370 
I rl in: Hie niece eae ata a aes $2,774,780,590 
Figures of Foreign Branches are as of June 25, 1940. 
(Brussels as of April 25) 
$69,444,689 of United States Government Obligations and $17,676,551 of other assets 
are deposited to secure $59,823,769 of Public and Trust Deposits and for other 
purposes required by law. 
| (Member Federal Deposit Insurance Corporation) 
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several sample determinations have 
shown us that $5,000 is sufficient to 
cover at all times the bank’s obligation 
even if we were suddenly faced with 
having every contract in the portfolio 
paid in full at once. A year ago we also 
started the practice of adding $500 
every six months to our loan valuation 
reserve, to take care of any shrinkage 
in value of our time contract assets. 
As has already been pointed out, we 
have taken no loss whatever on this 
kind of loan since we have been making 
it. 

The bank examiners were pretty 
worried about time contracts when 
first we began making these, and they 
asked us to make some reductions in 
totals to individual dealers and other- 
wise to modify our practices in minor 
ways. They had an understandable 
mistrust for the entire procedure be- 
cause, as we afterwards learned, they 
had examined one or two institutions 
which had gone into the finance busi- 
ness so wholeheartedly that they were 
even floor-planning, which means lend- 
ing to the dealer on the security of the 
machines on his floor, a type of security 
which leaves the way open to untold 
abuses if the lender is not alert. 


A S the examiners discovered that our 

installment credit extensions were 
being made on conservative banking 
principles, and that these never seemed 
to come to any bad end, they withdrew 
their objections. Now they know that 
our time paper is good, and that on any 
such item of important size there is 
available a financial statement just 
like that on which we make chattel or 
open-note loans. 

At the outset of this article, I pointed 
out that our bank started in 1934 with 
$12,500 of RFC debentures making 
up its 50% capital deficiency, and with 
no surplus. Today we have paid oil 
the debentures in full, and have our 


4 


capital restored to $25,000. Our sur- 
plus is $15,000. We have charged our 
furniture and fixtures down from 


$1,500 to $1. We have charged our 
U.S. Bonds down to par, $41,650. We 
have set up a bond valuation reserve 
of $3,500 and a loan valuation reserve 
of $1,000. We have set up a reserve 
for dividends payable in common 
stock totaling $6,000, and have paid 
$6,450 in dividends on common stock. 
Our net undivided profit is over $5,009, 
and our Federal income tax for the 
year 1939 was $1,963.36. 

We are very proud of this record, 
but we have cited it here primarily to 
indicate the possibilities for profit 
in consumer credit conservatively 
handled. We should be in a far less 
favorable position, we are very sure, 
if we had been dependent merely 
upon local loans and bonds, the only 
other two sources of earning income 
available in our community. 
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CANADIAN 
BANKING 


(CONTINUED FROM PAGE 26) 


1934. He is also director of a number 
of financial institutions and _ public 
utilities. 

Col. Allen Angus Magee was ap- 
pointed to assist the Minister of Na- 
tional Defense in all phases of defense 
administration, to conduct a survey of 
the national defense set-up to effect 
the utmost efficiency, and to have 
direct charge of the training and or- 
ganization of the compulsory home de- 
fense forces. He is a lawyer and has 
been connected with Barclay’s Bank 
(Canada) first as vice-president, and 
recently as president. He served over- 
seas in the First World War, during 
the latter part of which he was pro- 
moted to a headquarters staff post. 

. e +7 


DIRECTOR 
CLUTCHBILL 


(CONTINUED FROM PAGE 25) 


Sketchell had come in from the state 
police or the hillside farmers. At 7 in 
the morning Mr. Clutchbill hurried 
anxiously to the bank. Mr. Winder, 
who had spent a sleepless night in the 
railway station, plodded at his heels. 
Their early arrival was unexpectedly 
rewarded. 
livery truck stopped at the curb. A 
farmer descended, went to the bank 
door, peered curiously in and upon 
seeing Mr. Clutchbill through the 
window, pounded vigorously. 

“I’m one of the fellers you tele- 


partment sat Bagpipe Winder. His 
eyes held the stare of those who cling 
to hope. The car forked onto a hill 
road, climbed to a high terrace and 
ran two miles. Here, on the edge of a 
pasture, sixty years ago an eccentric 
metropolitan started a stone castle. It 
rose a quarter way and stopped. Up 
to this fort-like structure Cal steered 
his car. The three got out and looked 
curiously around. 

“‘Better hang close together at first,” 
muttered Mr. Clutchbill. 

In close formation they edged 
through the great doorway of the 
castle. A barren amphitheatre greeted 
them. 
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‘“‘Hm-m,” hesitated Mr. Clutchbill, 
‘“‘wonder if he’s gone for good or hid 
the stuff here.” 

“Someone ought to hunt under every 
stone,” nodded Cal. 

“You want to hunt the place over, 
Bagpipe?” asked Mr. Clutchbill. ‘Cal 
and I ought to get back to keep in 
touch with the state police.” 


BAGPIPE nodded. ‘“‘Wish I had a 
shotgun,” he muttered, looking nerv- 
ously around at the near-by thickets. 
‘Take this,”’ offered Cal, pulling out 
a short, angry-looking revolver. 
“If we don’t get back by noon you'll 
know we’ve struck a fresh trail,”’ said 





At 8:15 a small milk de- | 


phoned to yesterday to watch out fora | 


pale blue single-seater and feller that 
stole a safe deposit box. I got an idea 
where he spent the night.” 

“What?” broke out Mr. Clutchbill. 

“This morning when I passed the 
old stone castle ruin on the land next 
to mine I smelled wood smoke strong. 
| had a look. There was a camp fire 
sull smouldering and this.” The 
larmer held out a soiled, crumpled 
paper. 

Bagpipe grabbed it. ‘‘Ha-a!’’ he 
gulped. “It’s my old expired insur- 
ance policy. It was in my box!’ 

_ “Tm going to get Cal Bannister up 
here with his car.” Mr. Clutchbill 
hurried for the telephone. 

A half hour later a low-lying roll of 
dust rose from the back road out of 
Ferndale. At the front end of the dust 
tunnel Mr. Bannister’s car hummed 
like a hornet. The two heads in the 
lront seat were those of Mr. Clutchbill 
and Mr. Bannister. In the rear com- 








NATIONAL 


Cash in Vault and in 
Federal Reserve Bank 
Due from Banks . 


TOTAL CASH . 


TOTAL LIABILITIES 


SAN FRANCISCO 








Dank of America 


TRUST anv 
SAVINGS 


CALIFORNIA’S ONLY STATEWIDE BANK 
Condensed Statement of Condition June 29, 1940 
RESOURCES 


$ 168,268,130.71 


ASSOCIATION 


101.646.611.93 





Securities of the United States Senaanene and 


$ 269,914.742.64 








Federal Agencies . 420,052.050.76 
State, County and Municipal Bonds 154,921,004.81 
Other Bonds and Securities . 39.616.989.03 
Stock in Federal Reserve Bank . 3.720,000.00 
Loans and Discounts . Se E 724.574.778.65 
Accrued Interest and Accounts Receivable a 6,258,759.73 
Bank Premises, Furniture, Fixtures and Safe 

Deposit Vaults eo a ae a 31,198,232.40 
Other Real Estate Owned ‘ 7,608,585.39 
Customers’ Liability on Account of Letters of Credit, 

Acceptances and Endorsed Bills . 17,928.353.49 
Other Resources 847,596.95 

TOTAL RESOURCES - $1,676,641,093.85 
LIABILITIES 
DEPOSITS: 

Demand . — . $653,365,806.89 | 

Savings and Time . 842,656,194.81 § 1-496.022.001.70 
Liability for Letters of Credit and as Acceptor, 

Endorser or Maker on em and 

Foreign Bills . ‘ = 18,296,376.17 
Reserve for Interest Ractive’ | in Redvers ‘7 8,440,504.87 
Reserve for Interest, Taxes, Etc. 1,675.790.24 
Capital: 

Common (4,000,000 Shares) . . $ 50,000,000.00 

Preferred( 600,000 ae 12,000,000.00 
Surplus . ES ve 62,000,000.00 
Undivided Profits 17,805.778.75 
Unallocated Reserve 6,.900,000.00 
Other Reserves * ‘ 2,500,642.12 
Preferred Stock Setinement Fund ; 1,000,000.00 

TOTAL CAPITAL FUNDS 152,206.420.87 


*Issued at $50 ($20 Capital—$30 Surplus), Annual Dividend $2. Preferred 
to extent of and retirable at issue price and accrued dividends. 


This statement includes the figures of the London, England, banking office. 


MAIN OFFICES IN TWO RESERVE CITIES OF CALIFORNIA 


495 California branches united 
for strength and service 





_ $1,676,641,093.85 
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Mr. Clutchbill as he and Cal returned 
to the car. 

When the two men got back to the 
bank, news awaited them. A _ de- 
serted pale blue single-seated car had 
been discovered by a farmer who had 
reported it to the police. They had 
the car under observation from a 
near-by farm. It was in an isolated 
part of the state in a region infested 
with narrow roads and ledgy hills, 
creeping out to small palisades on tie 
narrows of Lake Champlain. 

“IT guess we'd better go over there, 
Cal,”’ nodded Mr. Clutchbill. 

“Looks like he’s abandoned his car, 
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holed up and plans somehow on mak- 
ing another dash tonight,’ suggested 
Cal. 

As the two men reached the side- 
walk, a small truck screeched to a stop 
at the curb. 

“My gosh! It’s Bagpipe again!” 
burst out Mr. Clutchbill. 

Bagpipe slid out of the truck cab and 
over to Mr. Clutchbill. 

*“Got the farmer to bring me down 
he cried. 

“Get that revolver out of sight,” 
hissed Mr. Clutchbill. ‘“Folks’ll 
think your the last of the Rogers 
Rangers.” 
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Mercantile-Commerce 
Bank and Trust Company 


Locust ~ Eighth ~ St. Charles 
St. Louis 
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THE RESOURCES 


U.S. Government Obligations, direct and guaranteed 
(including $10,343,003.20 Pledged*) . 
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Real Estate (Company's Building) ............ 


7 CEO CET COBO DS © OG 8 8 


Other Real Estate (Former Bank of Commerce Bldgs.) . 


Customers’ Liability on Acceptances and Letters 


eo 8 £6 & € Ov. 6 6-8 


THE LIABILITIES 


eGO COCO RP SECC BEC wW Ce eH OO 8 


eee eon eeeeeoe eee 


ee at eS ee Res 


Aske eee 


Reserve for Dividends Declared . 


“fe ee © ew © 


Bank's Liability on Acceptances and Letters of Credit 


. « « $3,146,750.82 

ee 300,000.00 3,446,750.82 

er ee ee 623,853.72 

Aah woe ental aera 3,259.50 
216,323.19 

(oa ede eee o 10,210.32 


ae ee oe os 2 


-.$ 8,530,277.31 


*- 


*All Securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 


| MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











$105,563,189.20 


33,268,828.05 
31,341,008.00 
26,057,244.88 
408,000.00 
2,350,000.00 
500,000.00 
1,500,000.00 
6,668.48 


eeeee 


216,323.19 
42,412.06 
$201,253,673.86 











$10,000,000.00 
3,600,000.00 





142,236,580.33 
32,586,418.67 183,353,276.31 


$201,253 ,673.86 
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Bagpipe looked with surprise at the 
revolver in his hand and tucked it, 
snout up, in a side pocket. ‘“‘Look!’’ he 
bristled, holding out a set of white and 
green New Hampshire license plates, 
“Found ’em under a stone.”’ 

“Yeah,” nodded Mr. Clutchbill 
after a close inspection. ‘““They’ve 
been screwed against black and yellow 
plates, New York plates. See where its 
rubbed off on the green. That settles 
it. Bagpipe, we’ve got a hot clue and 
we’re going on a long and maybe 
dangerous journey.” 

Two hours later they were examining 
a Geological Survey map with a state 
policeman. It was the quadrangle 
where the crime car had been located. 
Mr. Clutchbill called attention to the 


| nearness of the lake. 


“IT think I’d like to go down to the 


shore and have a look around.”’ 


They found it only a mile by a little 


| winding road to the lake and shortly 


they stopped on the edge of the nar- 
rows. A cottage sat on a grassy mound 
some distance away. Near it stood a 
man with a bewildered look. For a full 
moment he gazed at the newcomers, 
then returned his attention to the 
stern of a skiff drawn up at his feet. 
*‘Where,”’ said the man, “‘is that out- 


| board motor?” 


| in from fishing this morning. 


Mr. Clutchbill got out, wandered 
over to the man and stared at the boat 
with him. 

“Yuh say yuh lost something?” 

“There was a little 20-pound out- 
board motor on that boat when I came 
It ain’t 


| there now!’’ 


“Someone has stolen it,” explained 
Mr. Clutchbill meekly. ‘You seen 
anyone prowling around here?”’ 

“Nope, no one ever comes down 
here.” 

“Well, we’re trailing a desperado 


| who stole $20,000, and it may be he 


| stole your motor. 


If you see a big 


| fellow with red hair and a stringy 


| mustache don’t mix with him. 


Fly 

for a state cop who is up at the next 

farm.” 
“Well, 


for the love of Mike!” 


| uttered the man, his eyes widening 


| with wonder. 


“T will.” 


UPON returning to the farmhouse 


Mr. Clutchbill went in and inter- 
viewed the state policeman. 

‘“‘There’s a fellow down there that’s 
just had an outboard motor stolen. | 
believe our bird realizes he’s being 
watched. Looks to me like he might 
steal a boat and take to water. Anda 
fellow can get a long ways without 
meeting anyone on the lake after 
nightfall. I’m going south up the lake 
to Eel Elbow where the narrows 
aren’t more’n 20 rods wide, hole up for 
the night and watch for a man with 
an outboard.” 

“Good! We’ll keep an eye north 
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along the lake,” nodded the state 
policeman. 

On the way to the place Mr. Clutch- 
bill had selected for the night watch he 
stopped in a village and purchased a 
large bundle of new rope. Back in 
steamboat days the old director had 


visited the place of their objective and 


he was working out a plan. Next he 
rented a skiff for the night. 
“This spot, gentlemen,” explained 


Mr. Clutchbill leading Cal and Bag- 
pipe to the top of a tiny, wooded 
promontory overhanging the still 
water, “is where Israel Putnam am- 
bushed a force of French and Indians 
in the old days of the colonies.” 

When darkness fell Mr. Clutchbill 
had the new rope secured to the pali- 
sades 20 rods across on the opposite 
shore. It had been led across the water 
and fastened to an old snubbing post 
which had once been used to warp 
steamers around the bend. The rope 
had been weighted in the middle to 
sink it below the draft of any passing 
large craft. Mr. Bagpipe Winder was 
stationed at the post with instructions 
to heave in on the line upon hearing 
the cry of a whippoorwill from the 
throat of Mr. Cal Bannister. 
skiff drawn up at the snubbing post 
Mr. Clutchbill and Mr. Bannister re- 
tired to the crest of the little wooded 
promontory. 
a copper carpet across the still water 
and allowed the hidden men to dis- 
tinguish the mysterious outline of the 
shores. Both men sat with small 
cedars to their backs while down below 
along the shore Bagpipe reclined in the 
black shadow of a giant silver maple. 


OMEWHERE between 11 and mid- 
night Cal Bannister stirred un- 
easily, then listened for a long moment. 
“T hear something,” he said, leaning 
over and touching Mr. Clutchbill. 

“What?” whispered the old director. 

“Sounds like a kicker,’’ nodded Cal 
in the darkness. 

“Yeah, I hear it now! 
board, all right. 
isn’t asleep.” 

By the time Cal 
muffled ‘“‘put-put”’ 
prisingly near. 


It’s an out- 
Make sure Bagpipe 


was back the 
had become sur- 


“IT can see it! announced Cal 
suddenly. 
“Yeah, in mid-channel,’”’ muttered 


Mr. Clutchbill as he caught the glitter 
of the skiff’s wake in the moonlight, 
then the shadowy outline of the craft 
and its single occupant in the stern. 
“We'll take a chance. Give Bagpipe 
the signal!’ 

The weird cry of a whippoorwill 
floated down over the water. 

Mr. Clutchbill and Cal strained their 
eyes toward the narrows where the 
rope crossed, but it was too dark to 
distinguish anything. The skiff was 
now abreast the promontory. As it 


swept steadily along toward the 
stretched rope Mr. Clutchbill and Cal 
rose and hurried down to Bagpipe 
where all three men crouched and held 
their breath. 

Suddenly there came a wild lurch on 
the rope. A bleak, metallic cough bit 
the moonlight. For a second there was 
silence. Then came a frantic flapping. 
It palpitated down to a faint catlike 
kicking on the rope. Mr. Clutchbill 
opened his mouth. 

“My Gosh! He ain’t snagged, he’s 
dumped! Cal, get the boat, quick!’ 

Both men ran out the skiff, got hold 
of the rope and pulled the boat out 
hand over hand. 
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“Here he is hanging to the rope!’’ 
called Cal from the bow. 

“Grab his collar!’ ordered Mr. 
Clutchbill. ‘‘Keep his head up and I’ll 
work the skiff back.” 

“T’ve got him. Let her go!” grunted 
Cal. 

Mr. Clutchbill instantly began jerk- 
ing foot after foot of rope back of him. 
Shortly they ran up to the post. With 
Bagpipe’s aid they dragged the man 
up the bank where Cal played a flash 
light down on his face. 

“Professor Sketchell!’’ pronounced 
Mr. Clutchbill in one gulp. 

Like a shot Bagpipe Winder ran out 
his fingers. He dropped to his knees 








With the | 


The moon, half full, laid | 


















































Guaranty Trust Company of New York 
140 Broadwa 
Fifth Ave. at 44th St. y Madison Ave. at 60th St 
LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 
Condensed Statement of Condition, June 30, 1940 
This Statement includes the assets and liabilities of London and Liverpool Branches 
as of June 30, 1940; Paris, Havre and Brussels Branches as of April 30, 1940; and Antwerp 
Branch as of. March 31, 1940. 
RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 
Due from Banks and Bankers . ‘ . . 8 1,134,793,036.68 
U. S. Government Obligations . ...... 959,055,409.42 
Public Securities . as = eX 51,867,512.04 
Stock of the Federal Reserve Bank . . Se a aa 7,800,000.00 
Other Securities and Obligations . . . . . . . 24,889,307.10 
Loans and Bills Purchased care “+ oP @ 388,958,340.26 
Credits Granted on Acceptances. a 9,080,480.35 
Accrued Interest and Accounts Receivable oe ee ae 7,246,892.93 
Real Estate Bonds and Mortgages . ee ee 3,991,744.62 
2,587 ,682,723.40 
Bank Buildings “ee ee © © © © © © © © 11,582,091.69 
Other Real Estate . . oe ef e © © © © © @ @ 1,459,209.61 
Total Resources. . . « 6 « e - $2,600,724,024.70 
LIABILITIES 
Deposits . _ © © © © @ « $2,292,946,973.64 
Checks Outstanding a ae 9,84.7,698.96 
$2,302,794,072.60 
Acceptances. . e © « « $15,749,931.23 
Less: Own Acceptances 
Held for Investment. . . . .- 6,669,450.88 
9,080,480.35 
Liability as Endorser on Acceptances and 
Foreign Bills . 2 e 681,040.00 
Agreements to Repurchase Securities Sold ee e 218,000.00 
Dividend Payable July 1,1940. . ° e 2,700,000.00 
Items in Transit with Foreign Branches and Net" 
Difference in Balances Between Various Offices 
Due to Different Statement Dates of Some 
Foreign Branches ° 221,636.76 
Miscellaneous Accounts Payable, Accrued Taxes, ete. 9,389,394.80 
Capital . . . . 6 © © © « + $ 90,000,000.00 2,325,084,624.51 
Surplus Fund. . . « « « e« « 170,000,000.00 
Undivided Profits . .... 15,639,400.19 
Total Capital Funds °° e@ @ @ @ 275,639,400.19 
Total Liabilities . . eee @ @ « $2,600,724,024.70 
Securities carried at $20,595,624.13 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public monies as required by law, ous for other purposes. 
Member Federal Deposit Insurance Corporation 
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Burroughs makes available to every line of 
business information about new Burroughs 
machines and developments, and their ap- 
plication to current accounting problems. 


Todays 
Burroug 
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THE BURROUGHS CLEARING HOUSE—August, 1940 


Whose Hesponsibi ity ¢ 


Who is responsible for keeping 
informed about new machines, 
features and applications that 
might save time, effort and cost 
in your bank? Here are some typi- 
cal savings that have been made 
by other banks: 


A large bank invested $11,000 in new 
proof machines which resulted in an 
annual saving of $4,900. 


A saving of $3,600 per year resulted in 
one bank from an investment of $2,700 
in new bookkeeping equipment. 


A moderate size bank invested $612 in 
equipment, resulting in a saving of $30 
per month or $360 per year. 


In order to eliminate overtime work, a 
large southern bank invested $6,540 in 
new bookkeeping equipment and saved 
$4,495 per year. 


By investing only $800 in new Bur- 
roughs equipment, a moderate size 
bank was able to save $840 per year in its 
proof department. 


Who in your bank should keep 
abreast of Burroughs develop- 
ments and their application to 
current banking problems? Send 
us his name and we will be 
glad to keep him informed of 
new ways to save on office work. 





BURROUGHS ADDING MACHINE COMPANY 
6195 Second Bivd., Detroit, Michigan 


OI should like complete information immediately apply- 


ing to 





0 Please place the following name on your list to receive 
information about new Burroughs developments. 


Name Title 
Cc y 


vy 


Address. 
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and began flashing his hands over the 
Professor with hysterical rapidity. 
Suddenly he wrenched out a packet. 

“Look! Hold the flash light!” 

The beam of the light played on a 
package that Bagpipe was already 
pulling apart. 

“My bonds!” he cried. ‘Wait! Wait, 
Cal! I want to count ’em.”’ 

A sputtering and gulping issued from 
the Professor. 

“Take ’em to the car and count 
*em,” ordered Mr. Clutchbill. ‘‘We’ve 
got to tie this fellow.” 

“Don’t get wild, Professor,’ soothed 
Mr. Clutchbill as he and Cal got hold 
of the Professor’s arms. ‘‘We’re saving 
you. You’ve got to be saved and 
taken where you’ll dry off.” 

The Professor was up-ended and 
marched to the highway where Cal’s 
car stood. 

“They’re all here!’ suddenly piped 
up Bagpipe from where he was squat- 
ting in the glow of the car’s headlights. 
“Oh, my gosh! I’m almost sick I’m so 
tickled.” 

Mr. Bannister drove a rapid pace 
back to the farmhouse where the Pro- 
fessor’s car was being watched. After 
the Professor was turned over to the 
state policeman, the Ferndale pursuit 
car headed for home in the mountains. 
Mr. Bagpipe Winder sat with his full 
weight on a package of bonds. After a 
long silence he opened his mouth. 

“What’s all this going to cost?’”’ he 
finally asked. 

“Bagpipe,” stated Mr. Clutchbill, 
“It ain’t going to cost youacent. This 
is on the house. The Ferndale Na- 
tional is lucky to get out of this so 
easy. We should have watched that 
fellow closer in the bank. Hereafter 
nobody, not even if he’s voted the 
straight Republican ticket for 60 years, 
goes into that vault unless we go with 
him. Our grille door is going to be kept 
locked.” 


¢ ¢ ¢ 


COURT 
DECISIONS 


(CONTINUED FROM PAGE 27) 


had been given by a dealer to a whole- 
saler and covered the full unpaid bal- 
= owing by the dealer to the whole- 
Saler. 

The original contract between the 
dealer and the wholesaler contem- 
plated that the dealer should sell cer- 


tain products to be furnished by the 
wholesaler. However, it appeared that 
the account for which the note was 
ultimately given included drugs, medi- 
cines and other items which the dealer 
was forbidden by law to sell. Hence, 
the court decided, the consideration 


39 


for which the note was given —the un- 
paid account—was at least in part 
illegal and hence the note could not be 
enforced. 

“The weight of authority,’ said 
the Louisiana court, “‘preponderates 
strongly in favor of the contention that 
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| RESOURCES 
| Cash and Due from Banks . $ 48,458,339.66 
| U.S. Government Securities  34:120,007.91 
| State, County and Municipal 
ee 6,886,053.97 
| Other Securities ...... 9,362,252.76 
| Demand Loans ....... 10,898, 190.86 
Time Collateral Loans ... 6,619,864.33 
| CommercialPaperPurchased — 5,575,000.00 
| Bills Discounted ...... 17,061,981.70 
Bank Buildings ....... 3,297 ,700.52 
Accrued Interest Receivable 242,955.36 


Customers’ Liability under 
Letters of Credit and Ac- 
a re ae 

Other Resources 


1,276,596.12 
60,614.77 


$143,859,557.96 











Statement as of June 29, 1940 
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CORN EXCHANGE NATIONAL BANK 


AND TRUST COMPANY 


PHILADELPHIA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


LIABILITIES 
Oe Ro $4,550,000.00 
Surplus and Undivided Profits 9,177,148.68 
Reserve for Contingencies . 655,697.39 
Accrued Taxes, Interest, etc. 306,680.06 
Reserve for Dividend Pay- 
able July 1,1940 ..... 113,750.00 
Unearned Discount .... . 315,335.10 
Letters of Credit and 
Acceptances ...... <2... 1,601,919,72 
ae 127,139,027.01 
$143,859,557.96 
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if a part of the consideration for which 
a note is given is illegal, that fact 
renders the entire note unenforceable.” 
(Rawleigh vs. Coen, 195 Southern 
Reporter, 660.) 

Now suppose a bank innocently dis- 
counted such a note for the payee, hav- 
ing no knowledge that the note arose 
out of an illegal transaction. Could the 
bank as a holder in due course enforce 
the note against the maker? 

In some States a holder in due course 
could enforce such a note; in other 
States he could not. 

In one case of the kind the Kentucky 
court refused to permit a holder in due 
course to enforce a note given in an 
illegal transaction and said: 

“The Negotiable Instruments Law 
gives negotiable paper currency, free 
from original defenses. But it applies 
only to paper that might have been 
obligatory between the parties. Where 
the parties were never bound because 
the law made the note void as contrary 
to public policy as expressed in the 
statutes, the Negotiable Instruments 
Act does not apply and ought not to. 
The prevention of crime is more im- 
portant than the fostering of com- 
merce.” (Lawson vs. First National 
Bank, 102 Southwestern Reporter, 324; 
also Citizens Bank vs. Crittenden 
Record Press, 150 Kentucky 634; 
Holzbog vs. Bakrow, 156 Kentucky 
161.) 

Other courts have felt that, even 
where a note was given originally in an 
illegal transaction, the holder in due 
course should be protected if he had no 
knowledge of the illegality. 

““Every restriction upon the circu- 
lation of negotiable paper is an injury 
to the State,” said a New York court 
in one case, “for it tends to derange 
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trade and hinder the transaction of 
business.” (Chemical National Bank 
vs. Kellogg, 138 New York 92.) 


7 * 


Suit Against Non-Signer 


In California recently suit was 
brought on a promissory note not only 
against the makers of the note but also 
against a man who had not signed the 
note in any capacity. It was con- 
tended that the makers of the note 
were the agents of this non-signer in 
the transaction, that he was the real 
party in interest and that therefore, 
he was liable for the amount of the 
note signed by his alleged agents. 

“This is a suit,” said the California 
court, “‘to recover the unpaid portion 
of a negotiable instrument not only 
against the makers of the note but also 
against an undisclosed principal whose 
signature does not appear on the instru- 
ment. Under the Uniform Negotiable 
Instruments Act, it is uniformly held 
that a suit may not be maintained on a 
promissory note against an undis- 
closed principal whose signature does 
not appear thereon, unless the note is 
signed by his trade or other assumed 
name.” 

But suppose a bank holds a note 
whose makers turn out to be merely 
“straw men” or “dummies” for an- 
other person who got the benefits of 
the transaction. When the time comes 
to collect, the makers of the note have 
no assets or perhaps have gone into 
bankruptcy. How may the bank re- 
cover its money from the principal who 
did not sign the note? 

Here’s the California court’s answer: 

“Although a principal is not liable 
as a party to an instrument in which 
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he does not appear as such, he may be 
subject to quasi-contractual or other 
liability, as where he has received the 
benefits of the contract. 

“The remedy, as an exception to the 
general rule that one may not be held 
liable on an instrument which does not 
contain his name, is to disregard the 
liability on the instrument and to 
maintain a separate suit to recover the 
original consideration received by him. 
Where the principal has received the 
benefits of the transaction in which the 
note was given by the agent, the third 
party may ignore the note and proceed 
against the principal on the original 
consideration for the contract.” 

In the case of a note given to a bank 
for a loan, the amount of the loan 
would be the “‘original consideration 
for the contract.”” (Lady vs. Thomas, 
102 Pacific Reporter, second series, 
396.) 


° 7 ¢ 


What’s Duress? 


When a bank tells a customer that it 
will foreclose the mortgage on his home 
or attach the contents of his store 
unless he gives the bank a check or note 
for the overdue interest, for example, 
may the customer repudiate the trans- 
action by claiming that he gave the 
note or check under duress? 

The owner of a business building in 
Oklahoma wished to sell it and so in- 
formed the tenant, who agreed to sur- 
render his lease and deliver possession 
of the premises to the purchaser from 
the owner. Later the owner brought 
the purchaser to the building. At that 
time the tenant said he would not 
vacate unless paid a price which he 
demanded. The owner then gave the 
tenant a check for the amount he 
asked, whereupon he vacated the 
premises. The owner stopped pay- 
ment on the check and when sued by 
the former tenant, made the defense 
that the check had been obtained by 
duress. 

Conceding that an apparent consent 
to a contract is not real or free when 
obtained by duress, the Oklahoma 
court ruled that in the case before it 
the defendant ‘wholly failed to sus- 
tain the plea of duress.”” (Smith vs. 
Hawkins, 102 Pacific Reporter, second 
series, 864.) 

It is not duress to require a person to 
make a difficult or unpleasant choice. 
Duress in the legal sense ordinarily in- 
volves physical coercion or compulsion. 
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